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Let the Public Buy 


l. almost appears as if many of us 


engaged in the business of distribution believe that the public likes to be “‘sold” 
—is anxious to have things thrust upon it. What we shall say today is based 
on the premise that this is a mistake. We believe that people—you and I—like 
to buy. We do not believe that the public—you and I again—like or need to 
be sold. 

There appears to be no unwillingness to buy. The people of my acquaintance 
are always buying—or trying to buy. Things to eat and things to drink— 
things to keep them warm and other things to keep them cool—things to beau- 
tify, to edify, to educate, to elevate, to amuse—things to make them ill and 
things to make them well again—food, clothes, medicine, furniture, books, 
music, automobiles, radios—there is seemingly no limit to the needs of our 
modern so-called civilization. 

We see our friends seeking these things daily and hourly—and daily and 
hourly we hear them complain of the difficulty of satisfying their wants. 

It’s an old story to all of you. “Where can I get so and so?” “I can never 
find anything to fit me.” ‘What is the best kind of this and that?’ “The 
stores are so big and crowded that shopping is an awful task.” ‘Why is it you 
never have what I want?” or “‘it’s so hard to find a becoming style or a becoming 
color.”. “The clerks are so indifferent or so ignorant.” “Everything that is 
nice costs so much.” “Nobody seems to make anything for a fat man or an 
elderly woman.” 

These are all familiar complaints and we could easily name a hundred more 
of the same tenor. 

Everyone wants to buy. Why don’t we make it easier for them? You say 
“It should be easy enough—there are plenty of stores and oodles of advertising.” 

Yes, but “Is it easy?’ Try it on your own piano. Just think back to the 
last time you wanted something more important than a spool of thread or a 
package of chewing gum. What was your experience? 

Were you able to go right down to the nearest store and buy it at the price 
you wished to pay? Did you find a salesman ready and able to point out the 
best thing for your purpose and to tell you why? Ten to one you did not. 

Were you able to pick up a newspaper or a magazine and from the many 
pages of advertising find out what you wanted to know about the latest im- 
provement and what it would cost you and where to buy it? Ten to one you 
could not. And it was not from any lack of advertising either. 

“Sales Promotion!” Haven’t we gone a little crazy on the subject, I wonder. 
What does it mean, anyway, but promoting sales. And what could pos- 
sibly be more. effective in promoting sales than a better job along the lines of 
finding out what our customers want? 

We submit that it is possible by earnest work over a long period with the 
right ideals held high, to raise to a plane, level with that of the other profes- 
sions, the great service of distributing to the customer at large the daily neces- 
saries of life. : 


FRANK A. BLaAck of Boston 
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‘ie customer is beginning to 
realize that she no longer can take a chance with her 
shoe fitting. She has been up against.the most care- 
less season in shoe-fitting, because of the clearance 
idea being the dominant thought in the merchant's 
mind. She is returning to her senses. 

There never was a season when games of chance 
were of more interest to all mankind. Backgammon, 
with its dice—even the roulette wheel, indicates in 
some measure the mind of the public. The public has 
been in the mood for taking a chance. It has shown 
it in its readiness to buy clearance merchandise. We 
say “clearance merchandise” in the broad sense of 
any statement to the effect that the goods were orig- 
inally a high price and now—‘what have you.” 

Our artist gives a startling illustration based on 
that theme. But that phase of taking a chance with 
her feet is all over. Now she wants a chance for a 
choice in fashion, with some very practical shoe-fit- 
ting to complete the sale. We have sensed this from 
reports of many merchants in many parts of the 
country. They find themselves short of good-fitting 
shoes in the wanted styles, materials and colors. 

A merchant has asked us to write for him a state- 
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ment that he can put in a full-page advertisement, to 
be signed by a group of the dealers of his town. 
Here it is: 


The wrong shoe in the wrong size, in the wrong 
color, is high-priced if you’ve gotten it for nothing. 
It would hurt your foot irreparably. It would hurt 
your pride materially. It would hurt your self-re- 
spect and it is not so easy to replace these precious 
elements that have a very significant bearing upon 
the shoes you wear. 

We, as well as other sincere merchants, look 
upon our service of shoes as something not meas- 
ured by price alone. We make it a point to give you 
the most for the money by holding to the quality 
of those ingredients in shoes that mark foot-wear- 
ables worth the price we ask. 

There is an honest balance to shoemaking—the 
right weight and substance of soles, sound ingredi- 
ents and leather in its proper tannage. But this is 
only the beginning of our service. 

We make selections from the best fashions in 
footwear and we back up our judgment with what 
you want us to select in the great markets by full, 
complete and adequate range of sizes and widths. 

We then give a service of fitting that is not 


measurable in dollars and cents. We may not suc- 


ceed in every case because there may be other fac- 
tors of bodily health that prevent that happy com- 
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Takes A BIG CHANCE 


fort that only the proper fit can give, but we try. 

This, we believe, is the service foundation of a 
well-organized shoe store’s business. 

We realize that the commodity markets of this 
country are being lowered by the pressure of events 
and we price our shoes on the basis of replacement, 
balanced by the quality of service that we believe 
is constant in our store. We have been in the 
market and have sensed the universal interest in 
lower prices. What do we find? That for thor- 
ough shoemaking, the best we can get is 25c. to 50c. 
per pair off, unless we want to take out of the shoe 
those ingredients that we have always maintained 
must be put into a shoe to make it do the utmost 
service. 

If you should ask us to build our shoes to the 
prices that you would like to pay, you would be 
asking us to substitute experiment for tested prac- 
tices and to substitute ingredients that will not give 
the balanced shoe that will serve and satisfy. 

We are very frank to state that a shoe can be 
built at any price you want to pay. There are foot 
coverings to be had at a dollar and there is foot 
delight to be had at $50. We are not serving these 
extremes. 

We serve a group of customers who want a well- 
balanced shoe, well-balanced service and this only 
can be obtained at a well-balanced price. It is our 
intention to continue to conduct this real service 
station in shoes. We are going to hold to these 
fundamentals and try to prove to you that there is 
no substitute for quality in footwear, in style selec- 
tion and in service, and we invite the same sin- 
cerity of desire for these things as we in turn are 
sincere in our efforts to give well-balanced values. 


Here are some added arguments 
to use in this new approach, “you cannot afford to 
cripple your feet because of a clearance price.” 

The foot, when placed into an incorrect shoe, is 
forced to conform in shape to the contour of the 
shoe. When made of soft leather, the shoe stretches 
a little and is somewhat remodeled by the resistance 
that the front of the foot offers. But even the softest 
shoe, when pointed, causes enough disturbance in the 
anterior foot to warrant the advice of the shoe fitter 
that its use be discontinued, and orthopedic shoes 
adopted when activity must prevail. 

The great toe is more seriously affected by im- 
proper shoes than the smaller toes. This toe, the 
most valuable one in the foot, is forced to the outer 
side of the foot and is deprived of the proper func- 
tioning of a part that is most important in locomotion. 
In time, the abnormal alignment becomes fixed, and 
a deformed toe with all its distressing conditions fol- 
lows the wearer of improper shoes throughout life. 
Depressions of the front part of the foot usually 
precede or follow abnormalities of the great toe, 
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She can win good fashion at the right 

price—but can she get the right shoe 

and the right fit—without a better 
price ? 


because of the fact that we have a structure in the 
forepart of the foot, known as the anterior metatar- 
sal arch, which acts as a shock absorber when the foot 
is in motion. 

This structure can only function normally when the 
heads of the metatarsal bones have room to spread on 
weight-bearing. Since the toes are attached to the 
metatarsal heads and are, therefore, influenced by the 
action of the latter, it is essential that they also, on 
weight-bearing, expand. An improperly fitted shoe 
does not permit such action. The outer side of the 
shoe, not made in conformity with the line formed 
by the ends of the toes, presses the ends of the lesser 
toes backward and inward when, under weight, they 
attempt to function. 

The function of the anterior metatarsal arch is thus 
seriously hampered and in a short time the three mid- 

‘ metatarsal heads, which only on weight-bearing 
are forced to the level of the first and fifth, remain 
on this level at all times by reason of the contracted 
muscles of the toes, a condition induced by the con- 
tinued use of incorrect shoes. 


As a result of improper footwear 
corns and callosities form on the toes and under the 
ball of the foot. These conditions are accompanied by 
extreme burning, cramping and numbness along the 
ball of the foot and through the toes. It has been said 
that depression of the front arch of the foot is much 
more common at present than falling of the long arch. 

Such conditions require more than a temporary 
padding of the shoe. They must have a well-defined 
course of treatment to follow if the foot is ever again 
to attain a near normal position. There is no doubt 
but that the interest of the customer is best consid- 
ered when cases of severe discomfort are referred to 
the chiropodist, podiatrist, or orthopedic surgeon. Of 
course, correct shoes are of vital necessity in all foot 
defects, either of a minor or major extent. 

The shoe fitter should take extreme care in fitting 
all customers, inasmuch as he is more apt to come in 
contact with foot defectives. He should at all times 
be in close touch with a recognized foot authority to 
whom he can go for additional information. 





Start Your Promotion Plan 


Foot 


Health Week is Nine Weeks 


Ahead — Plan to Buy and Supply the 
Nation with the Right Shoe—April 19-25 


ie the countless thousands 
who are earnestly seeking a practical answer to the 
problem of how to continue in their capacity as wage- 
earners and family providers in spite of their increas- 
ing handicap of inefficient feet, the following is the 
best approach. 

There is no shoe made that can be a panacea to all 
the foot ills of all men, but there are well-constructed 
shoes which can mitigate the tortures of painful feet 
if properly applied to the specific case and properly 
fitted. This presupposes a higher knowledge of the 
application and fitting of shoes than that with which 
we ordinarily come in contact. And there is a specific 
knowledge of what is correct in a given abnormality 
than can be imparted to the individual case through 
professional “foot men.” It is not within the scope 
of any article of this size to enter into the application 
of shoes to every case, but it will attempt to instruct 
the average individual, with average feet, as to what 
should be considered in the shoeing of these feet for 
their given task. 

Weight, occupation and purpose must enter into 
your selection of the proper footgear. In considering 
the weight and occupation of the individual the fol- 
lowing facts should govern our selection. 

The build of the shoe and its weight should be de- 
termined to a great extent by the weight to be borne 
by them. A light shoe on an extremely heavy person 
will show evidence of wear that the proper weight 
would not. 

A heavy shoe on a lightweight individual may set 
up symptoms which might not have appeared if the 
proper weight shoe were worn. 

In the case of a heavy person performing light 
duties, there is not always need of an extremely heavy 
shoe and the selection of footgear must be tempered 


to suit the use to which it is going to be put as well 
as the weight it is going to bear. 

Occupation must often determine the weight of the 
shoe worn despite the weight of the individual. The 
lightweight individual performing heavy work cannot 
do so efficiently in too light a shoe. The heavyweight 
person who finds it more comfortable to wear light 
shoes when doing light labor will probably find it 
imperative to wear a heavy boot when at hard labor. 


Before summarizing our 
requirements in the fitting of the proper shoe, let us 
consider a most important part of our footgear, al- 
most as potent in its disastrous effect when fitted im- 
properly as the much talked-of shoe. This, our care- 
lessly fitted stocking, should be given far more con- 
sideration than is commonly done. 

The child fitted to a short stocking can carry its 
malformations through life, and the effects of the 
same on the soft cartilaginous feet of the infant are 
very injurious. While the adult is not so likely to be 
wearing a short stocking as the child, for reasons of 
economy if nothing else, the improbable is forever at 
the door of the practitioner and the short stocking is 
common enough. The stockings should show the same 
margin of surplus at the great toe as will be set down 
in our requirement for the length of the shoe; one- 
half to one inch. The stocking just meeting the end 
of the toe is not sufficient to allow for the forward 
thrust and elongation of the foot in walking. 

The subject of foot ailments and their care and 
prevention already fills volumes of scientific litera- 
ture and could fill many more. It is to the enlighten- 
ment of the suffering public with specific knowledge 
of the hygiene of the feet that the modern shoeman 
now turns his efforts. 
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Give to your feet the care you would give to your 
teeth or to any other part of your body, and they will 
repay you a thousand-fold in increased efficiency and 
in general health. Abuse them and they will just as 
surely shorten your span of usefulness and under- 
mine even the gifted in health. 

Foot health pays. The feet are the only mechan- 
ism of locomotion for which there are no spare parts. 
Learn to use them rightfully. 

Says a shoe retailer: “My style business slipped 
in ’30, but my orthopedic shoe department set a new 
high mark, and it’s holding.’ In spite of depressions, 
during a time when general medical men and spe- 
cialists said people could not afford to be sick—the 
service side of the store, chiropodists, podiatrists and 
foot orthopedists report growing clienteles—more 
people are foot conscious, and why? 


W. have this announcement to make. 
AGAIN THE BOOT AND SHOE RECORDER 
PUTS ITS POWER BEHIND THE PROMO- 
TION OF FOOT HEALTH AS IT OCCUPIES 
THE ATTENTION OF SHOE RETAILERS 
AND THROUGH THEM THE PEOPLE 
REACHING EVERY CORNER OF THE 
NATION. 

Last year Foot Health Week sold health shoes, it 
sold style shoes as well. Shoes for every occasion 
was the urge of its sponsors. This year there is even 
greater opportunity—people are using their feet hours 
longer than heretofore. 

A nation of shoe merchants are on their toes. One 
hundred and twenty million people see the prospect 
of being put on better feet during the week of April 
19-25. That week a great industry goes “on the air” 
and will voice the great health movement—WALK ! 

The Committee for Nation-wide Foot Health Week 
adopted the slogan Be Healthy—Walk! and they are 
continuing this slogan this year. If it was ever a 
timely thought it is right now. . 

Apart from obvious advantages to the shoe indus- 
try, if people walk more and wear out more shoes, 
the idea warrants consideration. No doubt thousands 
of persons would be delighted to take advantage of 
walking if they had some place to walk, and the public 
might well take the slogan to heart. 
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A stimulus for Foot Health—a booster for shoe 

business has been credited to the Foot Health 

Weeks of the past. 1931 will prove no excep- 

tion. Feet must be comfortable regardless of 

economic conditions. Men and women at work, 

or looking for work need added care, better 
shoes, more pairs. 


We are doing too much riding these days and by 
so doing we not only miss much that is beautiful in 
life, but our bodies are not getting that exercise which 
is due them. People should have greater concern 
for the flexibility of their legs, and incidentally, wear 
out more shoes. Selling more shoes is not the sole 
motive; walking will make Americans healthier and 
happier. No one will begrudge shoe stores the extra 
business sure to accrue as patent medicine bills shrink 
and smiles increase. 

Edward A. Filene of Boston proposed before the 
National Boot & Shoe Manufacturers Association 
that the world be made safe for pedestrians. Out- 
lining a nation-wide plan that he believed would have 
far-reaching effects on the industry, Mr. Filene made 
his proposal as an example of how the public interest 
and the private interest of manufacturers can be made 
to coincide. 

Mr. Filene’s proposal is that there be a country- 
wide effort to build pathways for pedestrians as well 
as highways for automobiles, and that in view of the 
staggering toll of dead and injured in automobile ac- 
cidents, the whole country set itself anew to the task 
of providing a fair chance for the man afoot to his 
own benefit and that of the motorist. The proposal 
is expected to be followed by nation-wide efforts to 
make it effective and thus stimulate the shoe business 
while benefiting the public. 

‘My purpose,” said Mr. Filene, “is to outline a 
program for the selling of more shoes. In order to 
talk intelligently, however, we must think of some- 
thing else than shoes. Shoes, we must remember, 
are made for feet. And the primary purpose of feet, 
despite much temporary evidence to the contrary, is 
to permit human beings to walk. 

“The market for shoes, it will be agreed, is not all 
that it might be. The American foot is better dressed 
than it ever was, but it is not walking as much. 
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Price resistance fades when foot pains start 


I, a series of articles 
published recently in the Boor AND SHOE RECORDER 
I discussed at some length the mechanics of the legs 
and feet and the importance of a working knowledge 
of those very necessary means of locomotion on the 
part of those who fit and sell shoes. 

In those articles, as published, there were two errors. 
One, a phrase intentionally used in describing the 
function of the inner arch of the foot which was tech- 
nically wrong from the point of view of the physi- 
cians. The other was an unintentional error in de- 
scribing one of the bones of the leg. It seems to me 


Find Out Features of 
Feet Before You Select a 
Feature Line Complete. 


By HUGH THOMPSON 


Beginning a new series 
by this practical authority 


that it is rather a sad illustration of the lack of interest 
or original thought and study of this subject on the 
part of both shoe men and physicians that of all the 
letters received from shoe dealers and physicians, only 
one of the writers caught the error and he (a physi- 
cian) caught only one of them. 

If the shoe buyer, before adding a line of ortho- 
pedic footwear, would take the trouble to find out 
what it is all about and analyze the claims of the 
particular shoe under consideration in the light of at 
least a cursory knowledge of the functions of the 
legs and feet he would go a long way toward making 
that line of shoes a real asset to his business. 

I have been told many times by shoe dealers that 
they had tried out this or that line of corrective shoes, 
perhaps several lines in succession, and that they had 
not been able to get a satisfactory volume. Without 
exception the people who have talked to me along that 
line have been without the slightest conception of the 
troubles that beset the human foot or the qualifications 
of the particular shoe to meet the need. 

They have had various reasons for adding ‘such a 
line to their stock. Perhaps because the maker who 
sold them other shoes over a long period had added 
such a line. Perhaps because of the promise of na- 
tional advertising, or because the competitor down the 
street had such a line, or to keep him from getting the 
agency for such a line. All, or any of them, inciden- 
tal reasons. It goes without saying that if the buyer 
was ignorant of the whole subject, the sales force was 
equally so. 

In one store I found five different feature shoes 
and literature exploiting these different shoes piled up 


Boot AND SHOE RECORDER 


22 combining THE SHOB RETAILER, Feb. 14, 1931 





me 


hr 


eee ee ee a a ee. Y 


together on a shoe case. The literature was flatly 
contradictory and I could not help but wonder what 
the effect would be on the prospective customer who 
would sit down and read all of them. In practice in 
that store I found that if a customer came in asking 
for a comfort type of shoe, the salesman showed and 
tried to sell whichever of the five he happened to have 
in the size. And that was no easy job, because al- 
though the whole five lines were grouped together by 
size, there were many sizes missing in the combined 
group. 

In another store I found three different lines of 
shoes of this type. I asked the buyer why he carried 
three lines, obviously intended for the same class of 
buyers, instead of concentrating on one line. He 


answered, “Well, different people have different ideas, . 


so I try to satisfy them all.”” Then I asked, “Which 
of them do you think is the best for the purpose?” “Be- 
lieve it or not,” he said, “I don’t give a damn which 
they buy, so long as they buy them.” Then he went on 
to tell me that the volume on this kind of shoe was 
unsatisfactory, that the people who bought them were 
all cranks and that if it were not that his chief com- 
petitor was featuring such shoes and he felt he had to 
have them, he would throw them all out and stick to 
fashion shoes. 


| went to see his competitor. 


I found that he had the agency for one well-known 
brand of corrective shoes. He had a well-assorte: 
stock and he told me that those shoes were his breac. 
and butter lines. He showed me a card file in which 
he kept the names of every customer for this line of 
shoes and told me that 75 per cent of them had been 
repeaters for one to five years. 

Perhaps I have given the impression that the first 
two buyers mentioned were very poor specimens. 
One would naturally suppose that a buyer who would 
handle one detail of his business in such an unbus- 
iness-like manner would handle the rest of it in the 
same manner. But strange as it may seem, both of 
the men mentioned are successful merchants. They 
do a good volume of business and their stores and 
stocks are in good shape with the exception of these 
featured shoes. 

It is just the difference between knowing and not 
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knowing. These men are interested in style footwear. 
They make every effort to keep abreast of the latest 
developments in style. They pride themselves on 
“knowing the style game,” therefore that phase of 
their business is well handled. 

If they put the same thought into the selection and 
presentation of this other type of footwear that they 
do in their style footwear, their story would be quite 
different. People looking for comfort types of shoes 
are entitled to and expect to get intelligent service. 
They cannot get it in the shoe store or department 
where the executive head is indifferent or worse. Mer- 
chandising is fundamentally precisely the same, 
whether you are selling shoes or shot guns, pianos or 
peanuts. 

People are unquestionably thinking more about 
their bodily health than ever before, particularly about 
the things that will aid in keeping them healthy. 
They realize more clearly that the health of the whole 
body is only the sum of the health of all the various 
members of that body. Style shoes are the big factor 
in the shoe business and no shoe man wants to see a 
return to the drab shoes of a decade or two ago; but 
the style shoe takes little account of the practical 
needs of the feet. The more style is developed in the 

“©” -ag of footwear, the more need there will be 
es. Jy f or comfort type of shoes, which I be- 
wve shot ‘1 be styled in accordance with their more 
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local conditions, I believe there is a distinct place in 
every well regulated shoe store for a line of health 
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or foot comfort shoes. However, it should be. re- 
membered that with these shoes should go an intelli- 
gent fitting service and that such shoes are subject 
to all the rules of good merchandising. No amount of 
printed matter will take the place of an intelligent 
understanding on the part of the management and a 
reasonable understanding on the part of the sales- 
force of what they are doing. 

Merchandising orthopedic or health or corrective 
shoes (choose your own term) comes down to the 
same fundamentals as every other kind of shoes. 
You cannot do business unless you have the confi- 
dence of your customers. You cannot gain and hold 
that confidence unless you know your business and 
give your customers right shoes plus right service. 
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TELL THE PUBLIC: “CHANGE YOUR 
SHOES TWICE A DAY—SEE YOUR SHOE 
MERCHANT ONCE A MONTH” 


Merchant Credit SINCERE 


Re-established hope is ex- 
pressed that 


6 retail mer- 
chants every- 
where have by this time gotten their 
personal affairs, in the form of per- 
sonal indebtednesses, in pretty good 
shape. So many merchants spent a 
rather uncomfortable year, involved 
as they were in stock market under- 
takings. In mra@my cases, finances 
were spread out so that they over- 
lapped personal ventures and store 
financing. Let us hope that, as 
spring opens, a sharp line has been 
drawn between personal obligations 
and store obligations. 

In many ways, payment of a debt 
is actually money saved. The credit 
standing of the store is decidedly 
improved when obligations have 
been cleared. We hope to see a 
healthy return of credit capacity. 
It is the one thing needed every- 
where. The public’s credit was over- 
stretched because of installment pay- 
ments, but last year’s reduction ot 
future commitments should put that 
great buying body in much better 
shape as real spring puts forth its 
urge to possess shoes and apparel 
and all sorts of things. 

A period of timid money is as 
much an influence in retarding the 
return to normalcy as anything we 
know. Well-founded confidence in, 
the retail stores of this country is 
the first token of better times. 


CONTINUANCE of 
clearance sales right 
up to Easter would be 
a very serious menace 
to the one purpose of 
* business— “profits”. 

If the merchant con- 

tinues to distrust his own judgment 
of this one policy of store operation, 
when will he find the basis for confi- 
dence? Clearance is excellent as a 


Constant 
Clearance 
a Menace 


short-time stimulus to the movement 
of goods, but continuous clearance 
is a menace to business. 


. ASK ME 
ANOTHER 


—Last week you men- 
tioned the great in- 
crease in savings bank 
deposits in New York 
State; wasn’t this great 

SBeposit made by a few 
rich people? 


—Not by any means! On 
January Ist accounts in 
the savings banks of the 
State numbered 5,335,- 
530, the most ever re- 
corded and representing 
a gain of 210,280 during 


the year. 


—When will this great 
buying power be let 
loose? 


—lJust so soon as the peo- 
ple regain confidence 


and believe in and prac- 
tice “1931 America 


—Forward March.” 


Everit B. Terhune, 
President 


Ordinarily understatement is 
commendable. But Boot and Shoe 
Recorder prides itself on accu- 
racy. Last week, through a typo- 
graphical error, it was stated in 
this column that savings bank de- 
posits in New York State in- 
creased more than $40,000,000 in 
1930. The actual increase was 
over $400,000,000. One might 
say, of course, what’s a difference 
of a mere $360,000,000 among 
friends? Measured in terms of 
buying power right now, however, 
we contend that $360,000,000 is 
a sizable sum. And so—in the 
interest of accuracy—we make 
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this correction. 


Many stores have been in constant 
clearance since last November. They 
fear the return to normal prices, 
even at replacement values, when 
the majority of stores in the com- 
munity are exhausting adjectives in 
telling the wide world the continued 
clearance story. But the break be- 
tween clearance and normal price 
has got to be made and we hope that 
there is a universal interest in doing 
it on or about the first of March. 

We tried an experiment this last 
week of interviewing quite a num- 
ber of merchants who have been 
in clearance for weeks. Some of 
them have been in clearance for 
nearly four months. The term “in 
clearance” covers a lot of merchan- 
dising tactics; but we use the term 
in its broad, general sense implying 
higher values at less money in ad- 
vertising, window and store telling. 

We found peculiar reactions to 
our query. One merchant had 
planned to have his first spring 
opening as of this week. But. Sun- 
day’s advertisements of high grade 
stores, claiming $32.00 shoes now 
$7.50, made impossible this other 
merchant’s return to normal, ordi- 
nary $6.00 values. The merchant 
believed that his $6.00 copy would 
have no effect because for a dollar 
and a half more the customer might 
be lucky in getting a whole lot better 
shoe for the difference. 

What will be the condition of that 
merchant’s mind as the season prog- 
resses? Each new fear will prevent 
him from re-establishing his normal 
rate of mark-up price and _ pro- 
portion of profit. 

The majority of the merchants 
refuse to give the day and date on 
which they will go back to normal 
business even though it means less 
volume but perhaps more net profit. 

Maybe if a strong local association 
had been in existence, there might 
have been some unity of action. 
Have we reached the day where the 
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retail fight is a “Kilkenny Battle” 
with all the participants the worse 
off in the end for the scratching? 
Can we, as a business paper of the 
industry, set a precise time and date 
at which the majority of merchants 
would swing back into line, selling 
shoes on some other basis than the 
ballyhooing of bargain prices and 
busted stocks? Is the opportunity 
of springtime to be lost for want of 
a policy? 


MAN Y liberties 
have been taken 
with the law gov- 
erning the hours 
of employment of 
» women in retail 
establishments. The 

excuse has been—“this depression.” 
It is all very well to reduce the 
number of employees to the mini- 
mum as a method of business econo- 


Economical 
Operation 
Overdone 


Boor AND SHOE RECORDER 


my. But industry can go too far. 
It can take it out of the employee 
and do an irreparable harm to both 
business and worker. 

Let’s also say a word on the hours 
of employment of men in retail 
establishments—particularly depart- 
ment stores. When the floor sales- 
men put in plus hours up to mid- 
night, night after night, to do the 
housekeeping of the store, there is 
a danger to health and progress. 
The chain stores have offended. 

A young man paid us a visit this 
week. He has been continuously 
on a fourteen and sixteen hour 
schedule since last November. His 
weekly earnings were but $18.00 for 
which he put in time at the fitting 
stool and long night hours in open- 
ing cases, marking and _ racking 
goods. His reward for all this extra 
effort was a lay-off in February. 

How much reserve could that 
young man lay aside to tide over an 
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idle period? You can answer this 
for yourselves. He was in no fit 
condition to take another job be- 
cause he was worn out on the last 
one. 

Is this the price that we are pay- 
ing for this thing called depression ? 
Isn’t it something we should watch 
and guard against if the price of 
retailing is to be paid in body and 
mental ill-health? 


Fight the WE have empha- 
sized time and time 


Sales Tax again that the 


> “power to tax is the 

power to destroy.” 

Industry is in for a taxation period, 

the like of which it has not known 

before. Taxes will soon be our 
greatest burden. 

We could speak broadly on all the 
major items of taxation of town, 
city, State and nation and on every- 
thing from side-walk tax to the 
bonus ; but let’s speak specifically on 
the effort {o put over a retail sales 
tax. Many States are endeavoring 
to seek additional revenue through 
a retail sales tax. If enacted, it will 
add tremendously to the merchant’s 
expense and also to the general cost 
of living to the consumer. 

Merchants have been passive in 
their opposition for several years. 
They have permitted the politician 
to do most anything he wanted; but 
the turn has come. Last week, one 
of the strongest retail associations 
in America, the National Retail Drv 
Goods Association, hammered on 
the subject in every one of its ses- 
sions. This tax problem has got to 
be solved right now. It can’t wait. If 
it means mass-meetings of mer- 
chants, let’s have them. If it means 
vigorous hearings in legislative halls, 
let’s have organized, definite and 
factual opposition. This is no time 
for pussy-footing and saying: “It’s 
the other fellow’s problem.” Sales 
tax will hit every store in pro- 
portion to its business. It is a 
menace! Fight it vigorously. 





More opinions from merchants 
as to the policy which shoe stores should pursue in 
today’s game of Price versus Quality versus Service 
versus Value versus what not. Statements straight 
from the shoulder pro and con. Red hot arguments 
for and against, forging a chain of evidence to help 
you form your conclusions on today’s most vital 
problem. 

Shoe merchants everywhere are reacting with the 
keenest interest to the Recorper’s challenge as to 
which way profit lies in the situation that today con- 
fronts the industry. Many of them have been stirred 
to a profound study of the price problem. For ex- 
ample, F. L. Till of Oppenheim’s, Inc., Jackson, 
Mich., who writes : 

“After reading many letters in your ‘Battle Royal 
of Prices,’ I was forced to think back over our own 
last year’s business. I recalled that my higher priced 
shoes were a little harder to sell. We had to exert 
little more effort, spend a little more time and talk a 
little harder, but we put it across. 

“To verify this I checked our sales of 1930 and 
found that out of our price range of $5, $6, $7, $8.50, 
$9.50 and $10, exactly one-half of our sales were $10 
shoes. The next heavy selling number was our $7 
shoes. 

“This should prove a lot. It should prove that a 
man who wants an $8.50 shoe will pay $10 if the 
proper amount of sales talk is put before him. It 
also proves the same in the cheaper grades. People 
buying $5 and $6 shoes will pay $7. 

“If we of the shoe stores must think and talk cheap 
shoes, we will naturally get the price inferiority com- 


Toss a Sure 





Pitching quoits is the sign of the eternal 
Spring. 

Diligent research on the part of those two 
eminent research students, Tom Beagle and 
George Golden of Jacksonville, has uncovered a 
hitherto unpublished diary of the great Ponce De 
Leon. In the writings of this original Florida 
tourist is revealed a great scientific fact, to wit: 
that this intrepid traveler had a set of quoits in 
his baggage. 

Even today, returning winter visitors in relat- 
ing the many wondrous sights seen, tell of the 
steady click of quoits resounding from early 
morning till late at night. 

It takes a keen eye, steady nerves and rare 
good judgment to be a consistent tosser of 
ringers that stick in spite of the keen work of 


the opponent. 

For the next six weeks, shoe merchants will 
be waging a contest right in their own stores in 
which all the attributes of a champion quoit 
tosser will come into play. 


plex and drive away our customers who want good 
shoes and know quality. On the other hand, if we 
maintain the same quality merchandise and sell it at 
a reduced price we are only killing ourselves and head- 
ing toward bankruptcy. 

“T am a firm believer in maintaining the old sys- 
tem of high grade shoes at prices that will yield us 
the proper profit.” 

Here’s an argument on the other side from out of 
the region devastated by the drought of last summer. 
Felix Davis, manager of Levy’s Family Shoe Store. 
Hot Springs National Park, Ark., writes: 

“Opinions are facts. What are you going to do 
about price when your customers want and demand 
good shoes at a lower price? You must realize the 
buying public are ‘hard hit,’ due to the drought, em- 
ployment situation, etc. Why at this time can’t we 
give them a lower price on shoes? Let’s hear the 
side of the manufacturer. We must at present meet 
prices that the public wants to pay. When conditions 
are better the shoe retailer can go back to his regular 
price policy.” 

Other merchants present their opinions pro and 
con, as follows: 


Dr. Dan R. Tucker, 
Stroup-Tucker Shoe Co., 
Indianapolis, Ind. 
“We have been fourteen years establishing our 
policy and to change would be a total loss. To go 
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Ringer Round Your Profits 


What's the Winning Policy in Today's Game of Shoes—Quality ?— 


Price ?—Service ?—Value ? 


off on a “‘side-track” with hopes for better, 
would be the worst sort of suicide. 

“Our policy has no price appeal but is based 
on a definite understanding. As our adver- 
tisement of Oct. 6 so stated, ‘The Only Shoe 
Store of Its Kind in the World.’ We must 
carry on with hope, work and play, knowing 
full well that in the future our service plus 
good footwear will allow us the open track with the 
“go” signals facing us. 

“You can now as always buy shoes at a price and 
in the end what have you. The writer would state, 
stay with your job only do it better, no matter what 
your job happens to be. 

“It only proves that after all one should never lose 
sight of the fact, that always, the Tanner, Manufac- 
turer, Retailer and Consumer must work together. 
This must happen, in season and out of season, all the 
time. 

“If prices are on a permanent basis, we should be 
governed accordingly, but not until then. Lower 
prices now and higher later is something to think 
wisely about. 

Nineteen thirty-one will show no change in our 
policy.” 


Miss Frances Eitman, 
Eitman Shoe Store, 
Fort Madison, lowa 

“I suppose the policies we follow in business are 
somewhat an expression of ourselves, and a result of 
early business training. Whether or not those I have 
followed have been for the best I cannot say, but it 
has always seemed the only way I could, or knew 
how to do. 

“My father before me always bought and sold good 
merchandise. Coming after him, I have continued to 
buy lines of good shoes, and stay with those lines as 
long as they filled their place in the store’s require- 
ments. We have maintained quality always and ad- 
justed prices as might be necessary. 

“I know I have not always merchandised as profit- 
ably as should or could have been done, if I had been 
“smarter” in the handling of those lines of shoes and 
possibly the choice of lines has not always been the 
best, of the good lines at least, however after sixty- 
eight years of continuous selling of nothing but foot- 
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wear, in one community, and by the one family, the 
store still functions under the slogan ‘Serving you 
Since ’62,’ and a few customers who were customers 
long before I was born, still tell me ‘Your father al- 
ways sold us good shoes.’ Perhaps that is worth 


something, too!” 


E. E. Turner, 
The Head Shoe Company, 
Wichita, Kansas 

“We intend to stick to our present price range, espe- 
cially as long as there is no material change in the 
manufacturer’s cost of shoes. Should manufacturing 
costs be reduced to enable us to lower the prices we 
would then do so. You cannot increase volume by low- 
ering the quality. The public gives you credit for 
making a profit whether you do or not, and cheaper 
prices only tend to lower the standard of the store in 
the public’s mind. 

“One only has to check up on the present situation 
to find out that people are not buying cheaper quality 
shoes than they have been accustomed to—they are 
simply not buying as often. If this is not so, the 
stores selling the cheaper grades would be holding 
their volume, and they are showing just as large a 
percentage of volume losses as the higher price stores. 
We know from our own stores that this is a fact, at 
least in this territory.” 


S. I. Yudelson, 
Edwards Shoe Stores, Inc., 
Atlanta, Georgia 

“The problems of Shoe Retailers are today greater 
than they have been in years. 

“In our opinion, lowering of prices and grading 
down in quality will not help the situation any. It is 
needless to say that very few people in the shoe in- 
dustry from the tanner, down to the retailer, are able 
to show a fair margin on investment, and, by reduc- 





ing prices, matters will certainly not be helped any, 

“Some of the large operators, who have announced 
a large reduction in prices, no doubt, for a period of 
time obtained additional business, but as soon as others 
fell in line, the volume immediately went back to as 
low, if not a lower margin, than before the reduction 
took place and also wiped out all the profits for the 
year. 

“We do not feel that lower prices mean additional 
volume, and certainly not additional profits. We oper- 
ate various units and sell shoes from $2.95 to $7.50, 
and we will try to maintain our same price range as 
previously. We feel that once a lower price is set by 
a retailer that has the reputation of selling shoes at a 
certain price, it wilt be difficult for 
him to go back to the former 
price.” 


H. P. Walker, 
The Emporium, 
Jackson, Miss. 

“We are not going to lower our 
grade as we are featuring $8.50, 
$10 and $12.50 shoes. We are, 
therefore, buying better grade for 
the same retail price, as we hope 
to be in business long after this emergency has passed 
and must keep up the quality on which we have built 
our reputation. We expect to go forward in the long 
run by giving fit, quality and service to our cus- 
tomers.” 


J. W. Rodger, Jr., 
Gerhart Shoe Co., 
Bloomington, Ill. 


“We expect to continue selling high-grade shoes 
as we have for the last ten years. We do think that 
for the next few months we will watch our prices, 
especially in women’s shoes, that we do not overstock 
in patterns that have to sell at the highest prices, but 
on the other hand we do not intend to drop down into 
cheap merchandise. 

“We rather feel that the worst is over with and 
that this spring will see quite a marked improve- 
ment.” 


F. D. Mosse, 
G. Fox & Co., Inc., 
Hartford, Conn. 


“We find that we have to prepare ourselves to re- 
duce our prices and yet keep the quality standard that 
we have always maintained. We feel that that’s a 
very important point: QUALITY. 

“There has been so much talk about prices coming 
down that most all our customers compare value with 
last year right now. It is very difficult to say that 


Read How These Shoe Merchants 
Plan to Peg Out a Profitable Business 
in Spite of Depression 


these prices will be permanent. Who can tell how con- 
ditions will be a year from now?” 


The Stephens Hayes Bootery, 
Coffeyville, Kansas 

“We are going to maintain the same quality of 
merchandise as we have been selling and let the price 
fall where it may. 

‘‘We have been selling a certain line of women’s 
shoes that range in price from $11.50 to $14.50, 
which we will continue at new prices from $10 to 
$12.50. 

“This reduction will go on down in our lower 
priced footwear, however the ratio of reduction will 

not be as much as in the higher 
priced lines.” 


George B. Smith, 
Gates Dry Goods Co., 
Fort Dodge, lowa 

“We sell women’s and chil- 
dren’s shoes only, four prices, 
$5, $6, 8.50 and $10. We will 
use the same prices the coming 
season, but I intend to show more 
styles in the medium prices than 
formerly, as there is no question but the trade is 
grading down; that is, the larger volume is buying 
cheaper merchandise. 

“We do not intend to stop promoting our regular 
prices, merely buying more $5 and $6 shoes. Until 
the demand changes, will balance our stock.” 


R. R. Glenn, 
Glenn’s Boot Shop, 
Tampa, Florida 

“We will say most emphatically that in our opinion 
the merchant who buys shoes to retail at the prices 
the public wants to pay are the ones who will get the 
business. There was a time that I thought and did do 
a good business on shoes from $10 up, but my price 
today is $5, $6, $7.50 and $8.50, and it is absolutely 
necessary that you give the public outstanding values 
and styles that appeal to the eye.” 


C. H. Cramer, 
The Utica, 
Des Moines, lowa 

“We are facing a concerted customer demand in 
our store for lower price levels on women’s shoes for 
the coming season. It is my firm belief that we must 
meet this situation with the same quality as hereto- 
fore at some price reduction. In the event that the 
present economic situation is one of short duration, 
I cannot see what is to prevent department stores, 
whose price levels are always more or less flexible, 
from gradually working into the pre-depression price 
levels.” 
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When She Wears a Spring 
« Coat >» 


Second of a Series of 


Definite Style Suggestions 


By MADAME HAMILTON JEFFRIES 
Fashion Editor 


Looking into the spring 
and Easter fashions, we see semi-fitted coats and 
suits either with the short or longer jackets. Many 
of the coats feature summer furs, while others 
have careless neck throws of the same material 
or the collarless jacket. 

We are all conscious that contrast is to be 
fashion’s new spring note. In coats we know 
black comes first, then two shades of dark blue, 
beige, brown, gray, green or gray mixtures. 
There will be a carry-over of the Pompeian and 
tomato reds. 

With black, the black perforated pump, oxford 
or one-strap, according to the tailoring and belt- 
ing of the coat; black and white combinations or 
black with white trims; black and reptile, includ- 
ing the 70-day vogue of gray ring lizard and 
black combinations. Black alligator or pin seal 
and black suede and, of course, the black kid, 
patent and the calf town shoe. 

With blue, all over blue; blue with gray com- 
binations or trims; blonde and blue; blue with 
white accents, which is high fashion; blue with 
self-trim, reptile or contrast and the exploited 
tan Russia calf pump. 

With beige, all over beige; beige and brown 

[TURN TO PAGE 56, PLEASE] 


Basic pattern, designed for wear with spring 
coat, and a variety of toe trims that may be 
adapted to this type of shoe. 
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A distinctive trim at a cost any store can afford. 


Simple Window Displays 


Everveni has ideas. Some 
practical, some impractical. Putting practical and 
novel ideas to work in the average show window at a 
nominal cost confronts the display man at every turn. 
The seasoned window fan knows that he must keep 
his displays near the front of the modern eight-cylin- 
der procession, but his appropriation will not in most 
cases, pérmit hiring others to execute his ideas. Here 
is the way F. C. Foulk, display manager for Boston 
Shoe Company, Louisville, Ky., goes about it: 

When a certain effect is wanted, in one or maybe 
all of the windows, the problem is simplified if some- 
thing is placed before you which offers a suggestion. 
It may be a color scheme, unusual setting, or a hook- 
up with some event of public interest. A glance 
through a book of poster reproductions, an ornament 
or design book, maybe the old window hand book— 
and the idea hits you. Sketch it immediately on paper, 
even if ever so roughly. Re-draw it carefully to the 
proportions of your window and indicate color. in 
which each piece or part will be finished. A chalk 
sketch in actual completed size on a blank wall, in- 
sures best balance, both as to setting and contem- 
plated color, if the setting is entirely different from 
anything used previously. It usually is different to- 
day, too. 

With this diagram, or “skeleton” to work from, the 
setting is quickly built without the least difficulty or 
delay, unless the idea being worked out calls for de- 
signs, scenes or ornamentation beyond the display 


THIS WINDOW COST $32.00 


Transforming the common gutter-spout into a pipe- 
organ is very simple for the roofing man and remark- 
ably effective for a trim at Easter time. A half-dozen 
sprays of Easter lilies, four potted palms and two 
parchment backed screens semi-suggestive of church 
windows completed the above setting at a cost of 
$32.00, which included rent of the potted palms. 


yy MR + 


man’s province. If the setting requires a fantastic or 
futuristic cutout, which is “over your head,” take it 
out of a magazine, an art book or some other medium 
and place it under a projector for enlargement to the 
desired size. It is then a simple matter to trace the 
outline directly onto the wallboard or poster. 


: in wide variety 
may be quickly made from plaster of Paris. An un- 
limited assortment of cake and jello pans in many 
pretty designs can be purchased from the “Five and 
Ten” for molds. Simply grease them and after pour- 
ing in the paster of paris, imbed a wire to suspend 
the ornament on. These may be painted or finished 
in any color or combination. 

Chrome metal, either plain, etched or corrugated, is 
really worked into trimming or fixtures. It should 
be used sparingly, however, to avoid a “tin” effect. 

Just a tip about “nominal costs.” If you require 
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Ideas create effective displays at a minimum expense. 


to Sell More Spring Shoes 


THIS WINDOW COST $26.00 
A setting to feature spring shoes for “Madame 
Moderne.” Modernistic outlines of trees and wood 
nymphs. 2 x 114 inch white pine used for tree out- 
lines; wallboard cut-out nymphs; all covered with 
silver leaf paper and placed in front of wallboard 
panels covered with blue felt. Wallboard base and 
end boxes covered with stipple paper in orange. 
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work done by a cutout man, a woodworker or other 
tradesman, give him the exact pattern with every de- 
sign or cutout marked. The cost of this work is al- 
ways on a time basis, so if he must draw your de- 
sign, scale and mark it out, the cost is often doubled 
or tripled. For instance, a setting which originally 
cost $100 was to be duplicated for another window. 

mill was given the patterns, so the cost in this case 
was only $15 for all materials cut ready to assemble. 


Now a word about the shoes 
themselves. Few proprietors of shoe stores have the 
incentive or courage to let a window man put in real 
selling trims. Too many displays are trimmed just 
as they were 25 years ago. The shoes and the fixtures 
may vary, but the idea of making the windows a 
catalog of everything in the house still prevails. 

This is especially true of men’s displays. At the 
present moment, merchants are complaining that the 
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present conditions are causing men to concentrate 
on buying of black shoes. One pair of black shoes 
will do a lot of service, if that is the only pair a man 
owns. So—following the lines of least resistance, 
shoe men are causing their windows to be piled full 
of black shoes. 


lr the courage to show nothing 
but browns for spring was made manifest, the men’s 
shoe business would come in for more songs of grati- 


tude andeless profane condemnation. Solid displays 
of NEW browns will do a great deal in putting the 
needed life in the men’s business, according to well 
posted students of the present conditions. 

The recent growing interest in men’s sport shoes 
was in no wise due to the retail shoe merchants 
themselves in pioneering in this new field. Not over 
five stores in the country used solid displays of sports 
shoes. And those that did were overwhelmed with the 
response. Use windows for what they were intended 
for—that is, for the display of new goods and not as 
a catalog. 

Here are some window trimming ideas that proved 
effective for Walter E. Giesting of the Bostonian Shoe 
Store, Cincinnati. 

When it came time to feature summerweight shoes 
for men, Mr. Giesting hit on the novel idea of calling 
them “Air Weights.” He found that the name had 
a stronger appeal, and he will do the same this year. 

[TURN TO PAGE 56, PLEASE] 





Better Selling Is Keynote 


Styles, Stock Control and Merchandising 
Headline Topics at Meeting in Des Moines 


Des MOINES, IOWA (UTPS) 


“Better selling in 1931,” the keynote of the conven- 
tion of the Northwestern Shoe Retailers Regional 
Association, which opened in Des Moines Feb. 9, will 
be attained through more attention to sizes than to 
styles, declared President Ira L. Welch of Atlantic, 


shoes priced “at even dollars would prove a benefit. 

High fashion footwear from the midwestern 
standpoint was a main subject of, discussion intro- 
duced by the speaker, Joe Langley, department man- 
ager of the Golden Rule, St. Paul, Minn. His fore- 
cast delegated to black shoes 65 per cent of the shoe 
volume in February, March and April. Blue will 


Iowa, in his address. More than 300 members of the 
association and exhibitors 
tended the first day’s ses- 
sions. 

“Many 
greens, _ blues, 
blacks, the sandals 
highly colored rubber foot- 
wear were hot when we 
looked at them in the sam- 
ple room, but they have 
suddenly become old after 
we have them in stock,” he 
declared. 

“IT would recommend 
that 70 per cent of the size 
range in women’s shoes be 
changed and that we cease 
to have regrets over the 
customer who walks out for 
want of sizes 3, 314 and 4. 
A lost sale for want of 
some novelty is often a 
profit. Fewer styles and 
more sizes rightly placed 


the reds, 
browns, 


and 


of 


of Easter footwear at- 


Northwestern Highlights 


President Ira Welch, of Northwestern Shoe 
Retailers Association, recommended that the 
size range in women’s shoes be changed to 
avoid losses on smaller sizes. 


Mr. Welch also recommended a law to 
license both the shoe retailer and the sales- 
man to protect those now in the industry and 
put shoe profession on higher plane. 


Joe Langley of St. Paul predicted black shoes 
would account for 65 per cent of the volume 
in February, March and April, with the re- 
mainder divided between blue, beige and high 
colors. 

Opera pumps, step-ins, two or three eyelet 
ties, sandals and straps were forecast as best 
selling patterns in style footwear in the order 
named. 

E. F. Rogers, of Mankato, Minn., advised 
independent merchants to concentrate on 
their own business instead of fighting chain 
stores. 


account for 20 per cent, including Newport and mid- 


shipman shades. __ Beige 
will call for 10 per cent, and 
such high colors as green, 
grey or red will be 5 per 
cent, he said. 

Mr. Langley pointed to 
kids and reptiles as leaders 
for materials, contrary to 
the opinion that calfskins 
are the accepted type of 
footwear for this section, 
and added that two kinds 
of leather or leather and 
fabrics form an important 
style theme. 

“Linen shoes will be un- 
questionably good during 
May, June and July,” he 
declared. “In fact, I be- 
lieve it will be the best sell- 
ing season on shoes of this 
type we have had for years. 

“Opera pumps, step-ins, 


will still work as Ernest 
Burrill said, and this rule 
would have saved us from serious losses in 1930.” 
In addition to greater care in stock control, Presi- 
dent Welch recommended passage of a law to license 
both the shoe retailer and salesman .to protect those 
now in the industry from new shops springing up by 
“ditch diggers, blacksmiths and oil station operators” 
and place retailers of shoes on the same State basis 
as dentists and veterinarians intrusted with health 
problems. He also recommended that a service 
charge fee be applied on the payments of the pur- 
chase price when the sale has been completed and 
declared this would lessen the selling cost at least 10 
per cent. He stated also that the multiplicity of 
prices asked has caused confusion and in his opinion 


2 or 3 eyelet ties, sandals 

and straps will sell in the 

order named,” Mr. Langley predicted in his talk. 

City-wide promotions by merchants as the means 

of increasing trade in 1931 were urged by E. F. 

Rogers, owner of the shoe department of George FE. 

Brett Co., Mankato, Minn. In the fall opening in his 

town merchants cooperated and had 9000 to 10,000 

persons viewing their windows, the total cost to 
each merchant being $3, he related. 

He declared the independent retailer would be 
better off if he put as much effort into his own 
business in some cities as he does in fighting chain 
organizations. 

H. A. Alexander, vice-president of the Field Shoe 

[TURN TO PAGE 56, PLEASE] 
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TO RETAIL AT 


The Joy one strap carries a 16/8 
Louis heel. It is available in all- 
over Black Kid, Mat Kid, Brown Kid, 
Patent, Sea Sand and White Kid. 
A smart shoe to retail for $5 or $6. 
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We have something 
different 


to offer you 





TYLE trends are sometimes hard to predict. Keeping in constant 
touch with style sources, as we do, we usually are able to 
make the correct forecast. Like every shoe manufacturer, however, 
we sometimes go wrong. But when we've found, on occasion, that 
we were mistaken, we've always been able to make a quick change. 
Here is the reason: 


Our plant is small—small enough, at least, so that, if necessary, 
we can change our models overnight. Our inventory is purposely 
kept low to permit this high degree of flexibility—in your interests, 
If, through our close personal contact with our dealers, we learn 
that a certain model isn't selling as fast as it should, we can and do 
change that model at once. Because of our size and method of 
operation we never have overstocks to embarass you or us. 


One of our dealers attributes his success with True Steps to the 
fact that we continue to supply him, month after month, year after 
year, with shoes that his trade wants. He writes: “Our downstairs 
shoe department has turned its stock as much as eighteen times in 
a year, and this proves that we have the kind of goods that people 
want.” 

If you choose to do business with us, you will find us co-operat- 
ing with you to the fullest degree—for our mutual profit. And you 
will soon discover that you are handling a line of $5 and $6 women's 
welts in which craftsmanship is invariably evident. 


8. Qebinson— PRESIDENT 


ROBINSON-BYNON SHOE COMPANY 
Auburn, New York 


TRUE STEP 


1) 
COMBINATION LAST s 
ARCH SHOE 
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NEW SPRING 











CEMENT CONSTRUCTION 


FLEX-MODE AND McKAY ®uickssuune 

















PETITE 


Claire last, 2%4-inch Louis covered heel. 
FLEX-MODE. 


BG645—Black Moire Satin .......... $4.00 
BG17—Patent Leather ............ 4.00 
ere rer rr 4.25 





” 


RALEIGH Claire last, 2%-inch covered heel. 
FLEX-MODE. 





MARITA 





McKay. 


ROMAINE 
Claire last, 24%4-inch wood heel. McKay. 


B505—Prado brown kid, Putty kid 
rrr Te 4.25 


4.35 


IDA 











Claire last, 2%-inch wood covered heel. 





B509—Dull kid, Claire last, McKay. 
2%-inch Louis heel. Beaded 








Sizes AAA to C—3 to 9—Immediate Delivery 





B304—Dull kid, silk kid trim...... $4.60 
B305—Prado brown kid, Putty kid 
trim 4 








VERONA 


Claire last, 2%-inch covered heel. 
FLEX-MODE. 

















GE, Seccscccvedcvcsces $4.25 
PINET 
Claire last, 2%-inch covered heel. 
¥LEX-MODE. GRETA ee 
B308—Dull kid with black and gre Eden last, 1%-inch cove eel. 
Rajah lisard trim...:...-...$4.60 ieee biegueenpen ed ce 
310—Black sa ‘ 
RT ee a. ee and silk kid trim,.........%. $4.60 
BELVA te , 
Eden last, 1%-inch wood heel. McKay. 
B507—Dull kid, black and grey ‘Sizes above 9—S50c extra. 
Rajah SHINE. nc vviguvis 66400400 $4. —25c per pair ex 
B508—Prado brown. kid, beige-lizard 
tongue and inlay../..%4.si-.. 4.50 
} i 
The KRIPPENDORF-DITTMANN COMPANY 
CINCINNATI, OHIO 





Boot AND SHOE RECORDER 
combining THE SHoB RETaAILE, Feb. 14, 1931 






















RIC 
De 


B10 
B11 


Delpl 


Can | 
B11 
Bi1¢ 
B11’ 


CARI 
Formic 
Can be 
B105- 
B106- 


B118- 





On ore 
tra. N 


ary 








Boor ANI 
combinin 




















SHOES IN-STOCK 











ARCH-O-PEDIC 


Sizes AAAA to D—3 to 10—Immediate Delivery 


WELTS — 


LIGHT WEIGHT, MODISH 
CORRECTIVE FEATURES 











RICHMOND 
Doric last, tt we yeet covered heel. 
it Wi 
Can be stamped ARCH- S-PEDIC or shipped 
unbranded, if requested. 
B100—Black satin kid with black 















CLERMONT 
Delphic last, 1% wood covered heel, small 
cut-out in quarter below applique. 
Light Welt. 

Can be stamped ARCH-O-PEDIC or shipped 
unbranded, if requested. 

B115—Prado brown kid with brown 








Hime CHIR occu cocsctances 5.50 
B116—Black satin kid with Baby 
jah lizard trim............ 025 


B117—Putty kid with ‘Almora kid 
trim 




















CARLA 
Formic last, 14-inch leather Heel. Welt. 
Can be — ARCH-O-PEDIC or shipped 
nbranded, if requested. 
B105—Black kid with Black Rajah 
lizard trim 






ME. WENN bv 0.04.4> da cvacived we 
B118—White washable calf, 
leather heel 














On orders less than 3 pairs 
tra. Net 30 days. 














MELROSE 
Delphic am, 1%- ee covenet heel. 


Light 
B122—Black satin kid with patent 
and genuine grey snake trim. .$5.90 
cet brown kid with Putty 
kid and brown reptile trim... 6.15 


REDFERN 
Baltic last, 1%. -inch leather heel. 
Light Welt. 
Can be stamped AROH- O-PEDIC or shipped 
unbranded, if requested. 
B103—Black kid, black Rajah lizard 






























SHELTON 
Dorie last, 1%-inch wood covered heel. 
Light Welt. 

Can be stamped ARCH-O-PEDIC or shipped 


unbranded, if requested. 
B111—Biack satin kid, black Rajah 
EE WE hse cacoucuness 5.75 
B112—Prado brown kid, brown’ rep- 
MEE babe 040s Gennceeese 6.15 
WRGS—Patty EM once cccccdicccecs 6.25 

















VA 

Lyric last, 1%-inch Spanish covered heel. 

- BEADED ORNAMENT. Light Welt. . 

Can be stamped ARCH-O-PEDIC or stor tse 
unbranded, if requested. 

B164—Patent leather 

B175—Dull kid 


The KRIPPENDORF - DITTMANN COMPANY 


CINCINNATI, OHIO 


CAMILLE 


Formic last, 14-inch leather heel, rubber 
toplift. Welt. 
Can be stamped ARCH- 0-PEDIC or shipped 
unbranded, if requested. 
B101—Black kid, dull kid trim....$5.75 


B102—Prado brown kid, with Putty 
kid trim 






















ORMOND 


Delphic a, RD: — covered heel. 
ght Welt. 
Can be stamped rh O-PEDIC or shipped 
unbranded, if requested. 

B107—Black satin kid with black 
Rajah lizard trim 
B10S—Prado brown kid with putty 
kid trim 










CRESTON 


Doric last, 1%-ine . santo heel. 
Light 


Can be stamped ARCH- 0-PEDIC or shipped 
unbranded, if requested. 
B119—Black kid with black Baby 
Rajah lizard trim 
a tae brown kid with vino 
B121—Putty kid with ‘Almora. “kid 
trim, wood covered heel...... 
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ACCURATE 


A 





















SH OES that conform to the original design must have 
heels that are uniform. Heels that are not uniform —that 





vary in measurements—do not fit the shoes and detract 


from their style and beauty. 
MEARS’ HEELS are the most uniform wood heels 


made. Exclusive machinery and methods insure accu- 





rate duplication of models. Variations which may affect Lock for this 
trade-mark on every 


the style of the shoe are practically eliminated. heel seat 


Fred W. Mears Heel Company, Ine. 


AUBURN, MAINE ST. LOUIS, MISSOURI COLUMBUS, OHIO AUBURN, NEW YORK 


Associated Companies: 





Conway Wood Heel Company, Conway.N.H. Merrimack Wood Heel Company, Salem Depot, N. H. 
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ADVERTISING PANE PEMOVED 














hee: cal cctel 


True navy-blues—shades with neither a 
green nor a violet cast—are established 
for spring, because they are selling in 
volume in all the great fabric houses. 


Forstmann’s — “Skipper” 


Stehli’s — “Annapolis” 
Cheney’s — “Fleet” 


They indicate shoes of — 


Grotto Abie 4 o. 1300 


(in its newer, darker version) 


(Che New Crsile Rey ok the ©, bli 


obenitles by request to , 1702 bs 100 Gold Siveet New York nN. Y 
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FASHION 


More Shoe Selling Opportunity 
With Contrast Colors 


By MADAME HAMILTON JEFFRIES 
Fashion Editor 


A mong the most important trends 


which will greatly influence the shoe trade this season is 
the breaking up of the one or two color ensemble, the 
introducing of the three color contrast and the use of 
the half and half costume, such as the dark blouse and 
light skirt or the light blouse with the dark skirt, black 
blouse and red skirt or white skirt with yellow blouse. 
Hat and shoe choices will suit the whims of the wearer. 

The introducing of the three-color contrast and vivid 
harmonies was indeed important to the shoe man. This 
fashion is difficult for the average woman as color pro- 
portion and color weight have much to do with how 
much of any color should be used for contrast. 

For example, it takes very little red to accent grey, 
as red has weight and vibrance while grey has no vibrance 
and very little weight. A great proportion of white may 
be used with blue as blue is a sedate color with weight, 
which, while it has vibration, does not pulsate. 

When two full colors, such as yellow and red are used, 
the introduction of a third quiet color, such as beige, 
grey or an accent of black, ties in the colors. 

The danger of this half and half mode or the allow- 
ance of three or more colors in fashionable dress is the 
spotty ensemble or the unknowing cutting off of body 
lengths, which after all is very essential and imperative 
for the American woman. One thing that the American 
woman prides herself on is the length of line from waist 
to ankle. Hosiery sometimes acts as the medium of 
tying up the length of the skirt and ankle so as to sug- 
gest what we call a flowing line. 

Now comes the direct contrast shoe and unless a 
woman knows by instinct how to assemble these colors 
or unless she makes a complete study of how to as- 
semble the costume, the result will be rather disastrous. 

Now, more than ever, the retail shoe clerk must watch 
and study every trend of costume design and color so 


aa & 


Illustration at the top of panel on this page shows an open 

shank pump so styled as to give the appearance of an 

opening without loss of control. The newer lasts show a 

decided change in the arch and toe line. Dainty toe lines 

are suggested for afternoon footwear, with throat and 

quarter details following the general theme, as shown in 
lower illustrations. 
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Favors the Shoe Merchant 


Fr ww S 


that he may suggest and help the woman, who, in the 
confusion of a new dress expression, does not know 
what she wants. The smart shoe clerk, by extra knowl- 
edge, can move stock which in the hands of a less intel- 
ligent clerk remain dead and unsold. 

This is no time for mistakes. Each and every retailer 
must learn to listen to suggestion, both spoken and 
printed, and take out of it information which can be 
used for his particular store or his individual clientele. 

Information, especially style data, often tends to con- 
fuse the mind of the buyer who would perhaps otherwise 
depend on past experiences and sound shoe judgment 
for his selections. General style information is just as 
important and essential as shoe knowledge because wrong 
colors or shadings of colors will leave your stocks on 
the shelves more quickly than poorly styled patterns. 
One without the other is a sad failure, but both without 
merchandising experience and profit are very, very costly. 


Check your sources of information, 


check each shoe you order with regard to fashion, its 
approximate duration with regard to combinations and 


leathers and what garments it will complement for that 
season. Check your dresses and coats as regards price 
ranges and popular colors. Find out what has actually 
been cut up in the dress houses. When checking be 
sure that the sources of information are in the price 
ranges corresponding to your footwear. 

It is ridiculous to check dresses retailing for one hun- 
dred dollars and over with shoes in the five dollar range. 
And again it is equally as dangerous to check twenty 
dollar shoes with nineteen fifty dress grades. 

Colorings differ in the medium grades and high style 
or top grades from the casts and colorings in the cheaper 
or popular grades, and shades that are used in top grades 
are reflected in lower grades. But either the cast or 
fulness of color is changed because of certain methods of 
handling. 

Beige and grey combinations were exploited as high 
fashion but retailers in the shoe business realize that 
very little business could be expected except perhaps in 
bench-made footwear sold to individuals. 


vv Vv 


For the tailored suit, a suggested moccasin toe line, as 
shown at the top of panel on this page, is much in the 
picture. Tailored throat line, stitched and laced, is a 
correct complement for the tailored suit. Other expres- 
sions of the tailored theme for daytime are illustrated in 
the same panel. Smart bandings, stitchings and strappings 
are featured for early shoes, while open shanks and sandal 
effects will follow. 
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NATIONAL NEWS 


SATURDAY, FEBRUARY 14, 1931 


EVERY WEEK 





Business Can 
Be Had, Slogan 
of Convention 


St. Louis—“Fix It In Your Mind: 
Business Can Be Had” was the key- 
note of the annual convention of Brown 
Plan store owners held in St. Louis, 
Jan. 19 to 22. Two hundred operators 
of Brownbilt, Buster Brown and Cen- 
tral shoe stores, in the territory east 
of the Rocky Mountains, attended what 
was virtually a three-day schoolhouse 
session with the Brown Shoe Company 
as their instructor. 

To show the retailers how national 
magazine and radio advertising works 
in the home and how, coordinating these 
with their local advertising, they can 
increase sales, large illustrated posters 
were used,. displaying the distribution 
of magazine circulation and of radio 
sets in the United States. And then 
the example was brought right down 
to the home of an average family, 
called the Allens, in an average town 
where any one of the retailers might 
be doing business. 

Two hundred retailers paid their own 
expenses for this St. Louis meeting. 
Throughout the three days similar 
methods of demonstration and educa- 
tion played a featured part in the con- 
vention. All the information gathered 
by the research departments of the 
Brown Shoe Company on stock-keep- 
ing, turnover, sales and advertising 
was given to the retailers as a part of 
the service the manufacturer renders 
to his customers. 

The convention was not all study. 
The second night the retailers were en- 
tertained at the annual banquet in the 
ball room of the Statler Hotel. W. B. 
Weisenberger, president of the St. Louis 
Chamber of Commerce, was the princi- 
pal speaker. J. O. Moore of the board 
of directors of the Brown Shoe Com- 
pany acted as toastmaster. 


Makes Air Trip to New York 


ATLANTA, GA. (UTPS)—L. E. Hanf, 
manager of the shoe department for the 
Davison-Paxon Company, has returned 
from a trip to New York City. In com- 
pany with a number of other buyers 
from the store, he made the trip by air- 
plane over the lines of the Eastern Air 
Transport. 
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Tariff Hearmgs Announced 


Commission to Review Hides and Skins Duties on February 
19th and Boots and Shoes March 26th 


WASHINGTON, D. C.—Assignments of 
public notice of hearings by the United 
States Tariff Commission indicate that 
on Feb. 19 the tariff on hides and skins 
and on March 26 the duty on boots and 
shoes will be subject to review. The of- 
ficial notice on the hides and skins 
hearing follows: 

“PUBLIC NOTICE of hearing by 
the United States Tariff Commission 
under the provisions of section 336 of 
Title III of the tariff act of 1930 

“Investigation No. 24 by the United 
States Tariff Commission for the pur- 
poses of section 336 of the tariff act 
of 19380. 

“Notice is hereby given, pursuant to 
section 336 of the tariff act of 1930, 
that a public hearing in the foregoing 
investigation will be held at the office 
of the United States Tariff Commission 
in Washington, D. C., at 10 o’clock a. m. 
on the 19th day of February, 1931, at 
which time and place all parties in- 
terested will be given opportunity to 
be present, to produce evidence, and to 
be heard with regard to the differences 
in costs of production of and all other 
facts and conditions enumerated in sec- 
tion 836 of the tariff act of 1930 with 
respect to the following articles de- 
scribed in paragraph 1580 (a) of Title 
I of said tariff act: namely, hides and 
skins of cattle of the bovine species, 
raw or uncured, or dried, salted, or 


pickled.” 





Following is the notice on the boots 
and shoes hearing: 

“PUBLIC NOTICE of hearing by the 
United States Tariff Commission under 
the provisions of section 336 of Title III 
of the tariff act of 1930. 

“Investigation No. 1 by the United 
States Tariff Commission for the pur- 
aes of section 336 of the tariff act of 


“Notice is hereby given, pursuant to 
section 336 of the tariff act of 1930, 
that a public hearing in the foregoing 
investigation will be held at the office of 
the United States Tariff Commission 
in Washington, D. C., at 10 o’clock a. m. 
on the 26th day of March, 1931, at 
which time and place all parties inter- 
ested will be given opportunity to be 
present, to produce evidence, and to be 
heard with regard to the differences in 
cost of production of and all other facts 
and conditions enumerated in section 
836 of the tariff act of 1930 with re- 
spect to the following articles described 
in paragraph 1530 (e) of Title I of 
said tariff act, namely, boots and shoes, 
wholly or in chief value of leather, not 
specially provided for.” 

Note that boots and shoes lead all 
the rest in these hearings, in the order 
of their congressional interest. Inas- 
much as the commission’s preparations 
of the hearings necessitated much more 
time on boots and shoes and hides and 
skins than all other classifications, the 
commission started with rates other 
than in their numerical order. 








Are you falling in line with the “America 
Forward March” movement that is sweep- 
ing the country? Are you helping to build 
the foundation for better business in your 
community? Are you featuring “America 
Forward March” in your windows and in 
your store? 
Recorder today for a Forward March win- 
dow card and identify yourself with this 
constructive Better Business campaign. 


If not, write Boot and Shoe 








combining THE SHOE RETAILER, Feb. 14, 1931 





WHERE TO 
Men’s Shoes 


BUY 





Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 

















RADE ONLY” 


EAST WEYMOUTH. MASS. U.S.A. 








ee te ere ent 


In Stockh Service 


. E.M.HOYT SHOE CO. 
Gone ie Manchester, N.H. 
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“A MAN’S DECISION” 


THE 


SHOE 
Besten—183 Essex Street 
N. Y.—015-917 Marbridee Bide 
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en’s 
Fine 
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Shoes 
Ola 
Colony 
Shoe Co. 


rockton, 
Vac. 








STEADY PROFITABLE 


"A 
WANTED 





M.A. PACKARDCO., 
BROCKTON 





NETTLETON 
Shoes of Worth 
A. E. NETTLETON 


x. W. COO 





President 
N. ¥., U. S. A. 
PINE SHOES EXCLUSIVELY 


co. 











| Men Wanted 


TO SAVE MONEY ON SHOES FOR THE ENTIRE 


FAMILY 


You’re money ahead, if you don’t work, if you buy your footwear at the College 
Boot Shop. 


Never have such low prices been qucted on footwear of 
such fine quality. Here, indeed, is a splendid opportun- 


ity for both men and women to purchase hi: ade 
shoes at a fraction of their pally worth. a 
reductions in Men’s, Women’s and Children’s footwear. 
Scores of clever styles and leathers in women’s pumps, J 
c , Men’s black and tan Oxfords 
— several attractive models. Every shoe is an amazing 


one-straps and Oxfords. 


BOOT Shop 
49 North Main 
Style At A Price 


ee 


A newspaper advertisement that attracted attention for the College Boot Shop 
in Logan, Utah 





Ideas That Produced Sales 


Promotion Stunts Rightly Planned Bring Results in Small 
Towns as Well as Big Cities, Experience Proves 


§ Bregpnen is nothing like being close 
to one’s public. 

That is where the small towns have 
a big advantage over the larger com- 
munities. Then again shoe men like 
Earl, Bernstein and Jones have a whale 
of a good time thinking up new stunts 
to spring on the wary public. 

Plenty of shoe men claim there is no 
use doing anything out of the ordinary. 
“Sales do not pull,” “No one reads ads 
any more,” and so on. Perhaps the 
fault is right with the shoe men them- 
selves. Too much is taken for granted. 
Fresh vision is lacking. 

“We all hear considerable talk this 
winter that sales are not pulling as 
well as usual,” says Charles E. Cook, 
of the Stevens Shoe Co., Mason City, 
Iowa. “Possibly the reason for holding 
a sale has something to do with its 
pulling power. We always hold our 
semi-annual sales with one purpose in 
mind, that of building confidence. Our 
advertised slogan, ‘No matter what 
price the shoes are, they are “Stevens” 
shoes,’ makes confidence. Comparison 
prices are never used. It is our policy 
to understate sale values, rather than 
overstate. Adhering to this, over a 
long term of years, insures us a good 
attendance at our sales.” 

Now for the viewpoint of three typi- 
cal small towns. 

Nothing dull or prosaic operating a 
shoe store in Logan, Utah. “For this 
is strictly a college town with lots of 
pep and bright ideas,” explains Frank 
H. Earl. What is producing pulling 
publicity for the College Boot Shop, 
therefore might not go so good in the 
larger conservative centers. 

There is a world of meat in this con- 
cise report of the results coming from 
one 4 column %-inch ad of the College 
Boot Shop. “This advertisement brought 
us more business and gave our store 
more publicity than any other sale we 
ever put on. We took in more money 
than in any individual day since we 
have been in business.” 

“The window disvlay was unique in 
that we displayed all we could possibly 
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put on show, using right shoes only. 
A pair of slippers was given to the one 
who could find two shoes alike. Lookers 
lined the windows from early morning 
to long after closing time trying to 
find the mated shoes. We sure have to 
put something better and different to 
beat last year’s sale. We find that 
something different is what makes the 
newspaper advertisements effective,” 
observed Mr. Earl. 

A few stores trying variations of the 
“Two-for-one-sale” have reported some 
desirable quick action in cleaning house 
of the undesirables. “Nothing like get- 
ting the agony over in one day because 
styles do not carry over any more. Not 
only that, but the public does not take 
kindly to long drawn-out sales,” is what 
the Bernstein Bootery, Dodge City, 
Kan., has to say. A “5e Sale,” that is 
one pair at regular price and the sec- 
ond pair at five cents more, cleaned 
out 285 pairs of end of the season shoes 
by 4 p. m. one day. . That’s peddling 
them out in fast order. 

Turner Jones of Valdosta, Ga., 
worked this: “Two pairs for $5.00— 
or One pair for $2.95.” The advertis- 
ing copy reads: “Clean sweep of all 
broken lots to carry over—values un- 
questionable, but styles not the newest. 
The demand for something cheap—just 
to make out with, has prompted us to 

ut these shoes out at these ridiculously 
ow prices. We think they are not good 
euough to show in the windows. You'll 
have to come in to see them.” This ad 
produced the best results of any tried 
in a long, long time, commented Mr. 
Jones. 

The shoes were all put on tables, he 
says, one shoe of each pair with the 
size marked plain on the tag. The rea- 
son for putting only one shoe out, was 
to avoid any mismating or stealing. 
Each tag had a number on it, which 
corresponded with the number on the 
carton. This made the locating of the 
shoes a very simple manner during the 
rush. 

The idea of getting two pairs of 





shoes for $5 caught attention. 
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TRADE-MARK 


The Golo Slipper Company are the original 
manufacturers of this smart footwear, iden- 
tified by the trade-mark “Deauville Sandals” 
stamped on the soles of every genuine pair, 
and fully covered by U. S. Registration. 


GOLO SLIPPER COMPANY 


129 Duane Street New York City 
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Because light, airy, 
woven leather san- 
dals have become so 
popular in the sum- 
mer footwear mode, 
Deauville Sandals 
have many imita- 
tors. Yet none can 
successfully imitate 
the innovations of 
weaves and _ styles 
which have given 
genuine Deauville 
Sandals their stand- 
ing among the trade 
and consumer pub- 
lic as the finest wov- 
en leather footwear. 





WHERE TO BUY 


Men’s & Women’s 
Slippers 





High Grade Mules 
and D’Orsays 


Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Inc. 


Factory and Salesroom 
153-159 West 27th St. New York City 





No.C776—All sizes in stock 
for immediate delivery. 
rite for circular de- 
Rest-Rite Slippers. 


Athletic Shoe Co, 
914N. Marshfield Ave. 
Chicago, tll. 





MEN’S FINE 


HAND TURNED 
SLIPPERS 


Manufactured 
by 
0 W. S. CHASE & SONS 
Send for Catalogue. Haverhill, Mass. 
Boston Office: Room 501, Statler Bldg. 


Full leather 











Turns only — 
Priced, $2.10 to 
$3.25. 


connnnn = er 


IN ST 





HORCO SLIPPERS are made better— 
and sell better—than any other slippers 
on the market in the popular price 


class. Catalog on Request 
VINCENT HORWITZ CO., Ine. 
64-76 W. 23rd St. New York City 




















“We have had for years a definite policy 
in respect to labor. As a part of this policy 
we have long felt that from both an indus- 
trial and humanitarian standpoint we should 
make every effort to avoid lay-offs of any 
of our people. 
expenditure of large sums of money in 
improvements aimed primarily at stabiliz- 
ing production and thus avoiding fluctua- 
tions in employment.” 


This has involved the 


_ Standard Oil Company of N. J. 








Spring Shoes 
in Demand in 
Kansas City 


Kansas City, Mo. (UTPS)—Sales 
volumes for the month of January 
would show less than a 10 per cent 
decrease over the same period last year, 
if a mean average between those retail 
merchants who have expanded within 
the past year and those who have stood 
considerable losses were struck, accord- 
ing to a survey report made here. How- 
ever, that 10 per cent decrease is con- 
sidered indicative of a healthy condi- 
tion in the shoe business here, because 
stocks are low, forces have been cut 
down, and generally speaking, over- 
head expenses are much lower at the 
present time than they were in Janu- 
ary, 1930. 

Many shoe men report an increase 
in the total number of units sold with 
a decrease only in the amount of in- 
come realized from the sales. Prices on 


January sale shoes were drastically 


cut toward the end of the month in an 
effort to liquidate stocks. 

During the past two weeks spring 
stocks have been active, and a fair 
business on southern resort footwear 
is reported. Among the most favored 
spring styles is the black mat kid ox- 
ford with clover leaf punchwork de- 
sign, white underlay, and the black kid 
sports punch with black and white 
buckle and plain punchwork in V de- 
sign on the throat in a double row with 
white underlay. Black was predomi- 
nant in January sales and is coming 
through very nicely for spring, with 
new emphasis on the black and white 
effects, achieved in a various number 
of styles and materials. Reptile trims 
are often used to accent the black and 
white effect, and patent leathers are 
beginning to show up with white and 
eggshell patent trimmings. The mo- 
rocco leather trimmed with patent is 
heralded as the smartest thing for 
sportswear here, and sports combina- 
tions of white linen or buckskin will 
be seen with patent leather rather than 
kid or buck that is so popular at 
present. 

A great demand for patent leather 
is not expected here. Local retailers 
feel that there will be some call for 
black and black and white combina- 
tions in patent in keeping with the 
patent trimmings that are being used 
on the smartest spring frocks. 
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“Greyhound Grey” Featured 


CHIcAGo—O’Connor & Goldberg have 
just introduced “Greyhound Grey—for 
immediaté wear.” It is a beautiful gray 
shade that should prove attractive to 
many women. They show it in all styles 
and models. Most of them are trimmed 
with gunmetal kid which greatly en- 
hances the gray color. 

A number of the stores here report 
a fair business in footgear for south- 
ern wear, but the demand is not as 
great this year as last. 


Shoe Man Stevens Is Senator 
Stevens Now 


Ottumwa, Iowa—Skeptics and pessi- 
mists who avow retail shoemen never 
attain the eminence in politics or 
finance which they deserve must mod- 
ify their position on the subject when 
they get the news that Senator Roy L. 
Stevens of Ottumwa, Iowa, is one of 
the most commanding figures in the 
present session of the Legislature of 
that State of tall corn and Brookhart. 

Stevens is one politician who did not 
seek political place. His position was 
literally forced upon him by his friends 
in the shoe business, on the farm and 
in the city in which he is proud to live. 
He was surprised when he was nomi- 
nated and more surprised when he was 
elected. Stevens is a Democrat. 

Roy L. Stevens is a tall man of ath- 
letic build and has a smile of good will 
for everyone. He is one of the out- 
standing successes of the shoe business 
in his own State and is well known and 
liked by fellow shoe men. He was prom- 
inent as an officer in the National Shoe 
Retailers’ Association for many years. 
He was. a coworker for the good of the 
business with Frank P. Meyer when he 
was national treasurer. 

“Roy,” as everydne who knows him 
calls him, is also a farmer of rather 
large proportions. He operates and 
owns some very extensive acreage adja- 
cent to Ottumwa. His dairy farm is 
one of the picture places of the State. 


Damaged by Fire 


Houston, Tex. (UTPS) — Heavy 
damage was done to the stock of the 
Buckley Shoe Store, 317 Main Street. 
one of the oldest. shoe stores in this 
city, by a fire which broke out at about 
2a.m. The fire is believed to have 
originated in the balcony of the store. 
Stock in a store room on the secon 
floor of the building was damaged. 
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HAND TURN 


SLIPPERS 


Made of Genuine Kid in Red, Blue, Green, Black, Pat- 
ent, Purple, lined with first quality fast color rayon, 
guaranteed to wear, full breasted 13/8 baby Spanish 
heel, velvet bow, eight iron leather sole, steel shank. 





es 


In stock in A and C widths, sizes 2% to 9. 


Also available in all colors of crepe satin, rayon lined, 


velvet bow, at $2.10. 


rop 16% to 20% 


QUALITY REMAINS UNCHANGED 


DA-TIME slippers were real values at the old 
prices—but with these new low prices they are 
astounding. Imagine a full 8 iron leather soled 
slipper with a covered heel at $2.10. And don’t 
forget—we have not cut quality to attain these 
prices. Volume and modern production meth- 
ods have done it. 


Each DA-TIME slipper carries a flexible 8” 
iron leather sole, a counter that is guaranteed to 
hold the slipper in shape and prevent running 
over at the heel, and a steel shank that will 
support the arch. Made over a special combina- 
tion last with a very narrow heel seat that pre- 
vents slipping. 


$2.50 


$7.10 In Stock 


DORSEY DE LUXE 
DORSEY 





TERMS: 
5%—30 DAYS 











Made of selected kid upper with genuine 


Sie tt , lined full kid lining; full breasted 13/8 baby 
a ee eee Se Spanish heel, 8 iron leather sole—steel 


with light colored guaranteed satin; over 
; : i in black, blue, red, pur- 
dif 1 h a 13/8 Cuban : shank. In stock in b i ’ 3 
Ben tage agate Br We will gladly send ple and green kid, also patent leather. 


heel—8 iron leather sole—-steel shank. ] Il 
In stock in black, blue, red, purple and samples to we A, B and C widths, sizes 22 to 9." 
rated merchants. 


green kid—and patent leather. A and C IN STOCK 


widths, sizes 24%4 to 9. 


SACHS AND VIGORITH, INC. 


DUTTENHOFER BLDG. CINCINNATI, OHIO 


SIDELINE SALESMEN WANTED FOR ALL TERRITORIES 





_—e 
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WHERE TO BUY 


Dancing Shoes and Taps 


a 





TAP SHOES 


IN-STOOK 
No. 9780—Black Kid 
1.75 


No. 9785—Patent 
Leather 


$2.25 
BROOKS SHOE MFG. Co. 
Swanson & 


Philadelphia 











eolN STOCK eeee 


Norridgewock Shoe Co., Inc. 
GEWOCK, MAINE 


OHOOOHOQOHOOOOOHELLLOLOOO 





el 7A Oe ee 


WHERE TO BUY 


Dancing Sandals 


6 OO PD 


* 


SOFT 
* KENDALL’S _, soe. 
BALLETS 

Black Glove Leather Uppers 
Grey Elk Sole 

WOMEN $1.00—MISS $.95 

White Glove 

Leather Uppers 

White Elk 
Sole 


Women $1.1 
Miss $1.10 





Send for Circular 
DEPT. C. 











* KENDALL SHOE COMPANY * 
HAVERHILL, MASSACHUSETTS 








AESTHETE 
SANDAL 


Made from finest leath- 
ers with extra heavy 
Elk-Skin soles. Moulds 
to foot like a glove. 
Best fitting sandal 
made. Black Kid, Gray 
or Fawn Suede. Also 
made rip 
Crepe 


Rubber 
Retals profitably at 





Send for new 1931 
in stock ca e 
and agency plan. 














Function of Advertising 


Chicago (UTPS)—In an address be- 
fore the Interstate Merchants’ Council, 
John McKinlay, president of Marshall 
Field & Co., stressed the value of adver- 
tising, which he called the most tren- 
chant of all helps in correctly and prof- 
itably disposing of merchandise. 

Mr. McKinlay said: “Advertising 
brings the customer and the mer- 
chandise together. For this reason we 
are consistently the largest purchaser of 
newspaper white space in the West, and 
only because we find it profitable is this 
true.” 

The business of retail merchandising 
has been going through a period of con- 
stant adjustment during the last fifteen 
years, according to Mr. McKinlay. The 
increase in trade can be seen by those 
who lived in the age of “mud roads, 
horses and general stores.” 

Mr. McKinlay added: “Now, to cap 
all these changes, we have gone through 
the very difficult year of 1930. This 
was a year in which the souls of retail 
men were thoroughly tried. Whether 
we liked it or not, we were forced back 
to the fundamentals of sound thinking, 
hard work and caution.” 











Collecting Methods of 
Relieving Unemployment 


Boston, Mass.—Approximately 1000 
replies were received by the New Eng- 
land Council to a questionnaire sent out 
recently in an attempt to focus atten- 
tion on various methods of relieving the 
unemployment situation. Seventy per 
cent of those who replied urged as the 
first essential that lay-offs be held to 
an irreducible minimum by the elimina- 
tion of overtime and the reduction of 
weekly hours of work. It is apparent 
that New England industry has com- 
mitted itself to this method of solving 
the problem with which all industry 
finds itself faced. 

Other recommendations include the 
development of new products; new uses 
for old products; improvement of qual- 
ity and packaging; the elimination of 
slow selling lines, unprofitable accounts 
and territories; consistent and aggres- 
sive advertising. 

Many replies urged the maintenance 
of employee morale by providing wages 
and working conditions on levels en- 
abling employees to live as comfortably 
in this section of the country as else- 
where. Others recommended that peo- 
ple with stable incomes buy now, and 
that factories and stores adopt a pro- 
gram of housecleaning and moderniza- 
tion of plant and equipment. 


Low Inventories Basis 
for Better Business 


RICHMOND, VA. (UTPS)—In a state- 
ment to stockholders in annual meet- 
ing, Charles G. Craddock, president of 
Craddock-Terry Shoe Company, Lynch- 
burg, Va., in his annual report ex- 
pressed the belief that, with low in- 
ventories and prices general throughout 
the country, the foundation has been 
laid for a general upturn in business 
and resumption of buying. He de- 
clined to — any decided improve- 
ment in the near future. 
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Current Business Is Better 


in Milwaukee 


MILWAUKEE, WIS. (UTPS) — The 
shoe manufacturers of Milwaukee ex. 
perienced a gradual upturn in Janu- 
ary business, according to statements 
given out by the companies. Orders 
have come in in fair quantities and in 
some instances additional employees 
have been taken on, with working hours 
lengthened. 

The Harsh & Chapline Shoe Co., ac. 
cording to Secretary W. W. Collins, 
reports its volume increasing gradually, 
The medium priced dress shoes which 
this firm began manufacturing two 
years ago have been in demand and 
prospects show further improvement. 
Work shoes also have been holding 
their own. 

The Huth & James Shoe Manufac- 
turing Co. has so far this year manu- 
factured many thousand pairs more 
than it did in January, 1930, even 
working Saturday afternoons. The 
Rich-Vogel Shoe Co. reports its 130 
sales 5 per cent ahead of 1929, and 
states that the January, 1931, volume 
is far ahead of the same period last 
year. 

The Weinbrenner Co. and the Ideal 
Shoe Co. also report a seasonal upturn 
for January. Nunn, Bush & Weldon 
are now on the 1928 schedule, which 
was high in production. Its payroll is 
the same as during 1928 and no reduc- 
tions in wages have been made. 

The present outlook is for a favor- 
able spring business and manufacturers 
here are considerably encouraged at 
the outlook. 


Plans Aggressive Campaign 
to Increase Business 


BELOIT, WIs.—“‘We believe that 1931 
will be a far better business year than 
was 1930,” said R. E. Freeman, presi- 
dent of the Freeman Shoe Corp. of 
Beloit, in discussing the most aggressive 
advertising and sales campaign ever 
launched in the history of the company. 
“We are driving harder than ever be- 
fore for business and we are confident 
we will get it. We expect that, from 
the manufacturing standpoint, business 
will open up in good shape by March 
15,” Mr. Freeman stated. 

Included in the 1931 advertising and 
sales campaign will be expenditures of 
not less than $100,000 for national ad- 
vertising. The campaign is in charge 
of the Klau-Van Pietersom-Dunlap- 
Younggreen, Inc., advertising agency of 
Milwaukee. 

In addition to advertising in the 
Saturday Evening Post, the company 
will continue the half-hour weekly 
broadcasts Thursday nights over radio 
station WMAQ at Chicago at 9.30 and 
over station KDKA at Pittsburgh at 
6.15. The Freeman program comprises 
selections by a splendid orchestra. It is 
proposed to have a similar Freeman 
broadcast from several other important 
“key” cities. 

The two Freeman factories, employ- 
ing nearly 750 people exclusive of the 
sales staff, are approaching a daily out- 
put of 5000 pairs of shoes. R. E. an 
H. C. Freeman established their shoe 
manufacturing industry in Beloit in 
1921, starting production in August of 
a few pairs daily. During 1930 the 





production was 1,149,762 pairs. 
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REPCO STRAIGHT BACK BRUSH 
WIRE-DRAWN TYPE 
NO. 1800 — BRISTLE 


NEW 


REPCO CURVED REPCO CURVED 
sre srose” ff POLISHERS nd DAUBERS 9 "=x 2=s" 


WIRE-DRAWN TYPE STAPLED TYPE 
NO. 1000 — GRAY NO. 100 — GRAY 


NO. 1001 — BLACK THESE unusually high-grade polish- NO. 101 — BLACK 
ers and daubers will withstand the 
most rigid tests as to quality of ma- 
terial, construction, and wear. Each 
polisher and dauber is made of the 
finest wood and bristle stock, while 
the wax finish is carefully applied 
and is lasting. Repco Polishers and 
Daubers are made in both the wire- 
drawn and stapled types, differing 

only in the method of fastening 
the bristle knots. 


For Sale by Shoe Findings Dealers 


UNITED SHOE MACHINERY 
peed ye CORPORATION 


STAPLED TYPE 


NO. 300 — GRAY 
Si BAG REE BOSTON, MASSACHUSETTS 


REPCO STRAIGHT 


REPCO DAUBER 
SHORT HANOLE 


NO. 550 — BLACK 


NO. 660 — GRAY REPCO DAUBER 


LONG HANDLE (WIRE-DRAWN) 


NO. 250 GRAY 
NO. 490 — BLACK 


REPCO DAUBER 
SMALL SIZE 


NO. O—GRAY 
NO. 0OO— BLACK 





REPCO STRAIGHT BACK BRUSH 


REPCO STRAIGHT 
BACK BRUSH 
WIRE-DRAWN TYPE 


NO. 1490 GRAY 
NO. 1650— BLACK 


REPCO DAUBER 
LONG HANOLE 
NO. 350— BLACK 
NO. 440— GRAY 


REPCO STRAIGHT BACK BRUSH 
STAPLED TYPE WIRE-DRAWN TYPE 


NO. 200— GRAY NO. 1600 — BLACK 
NO. 1900 — GRAY 
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WHERE TO BUY 
Ballet Slippers 


















BALLET PUMP 


An inexpensive 
slipper. Ideal for 
Ballet and Studio 
work, Moulds 
gracefully to the 
foot. Made from 
» finest quality glove 
-@ leather in Black or 
White with Elk- 
skin Sole. Retails 
profitably at $1.75. 
7 












SEND FOR NEW 
1931 IN - sTOCK 
CATALOGUE B.S. AT 
ONOR DELIVERIES. 























In Stock Black Kid 
Ballet nae ~~ aea Left 


Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC. 
147 Duane Street, 
New York City 
























Ce eastaenemeg ene 











BALLET SLIPPERS—IN STOCK 
of the unusual kind 
B02 Bik. Kid Hand Tura 
Seft Toe 
Child’s 6 to 11—§1.35 
Misses 11% to 2— 1.40 
Women’s 2% to &— 1.45 
Also Hard Toes 
SCHWARTZ & HERDER, Inc. 


Specialists in Ballet and Comfort Slippers 
241 No. lith St., Philadelphia, Pa. 





} 























Sumith 
@ALLETS 
Rights and Lefts 


Two Grades 
Wom. Miss. Chi. 


















325 West Monroe 
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WHERE TO BUY 


Store Fixtures 










NEW GOODWIN CATALOG 







SHOE STORE FIXTURES | 
STORE INSTALLATIONS 































What’s New 
And What’s Said About It 














Here’s a new thought in a men’s Pullman 

slipper that has just been developed by 

Best Ever Slipper Co., New York. Slip- 

pers are of kid skin in various colors with 
kid envelope to match. 








Lynn Factory Adopts 
Wider Range of Sizes 


LYNN, MaAss.—One hundred and 
ninety-eight sizes are being made by 
one Lynn firm, a new record for this 
firm and also for the rest of Lynn; 
furthermore, one example of the gen- 
eral purpose to get more shoes fitted 
right, which is certainly a firm founda- 
tion for any business in footwear. 

Of the new Persian grains there 
are several interpretations in the tan- 
neries. Morocco grains, increasing in 
popularity, may possibly be classed as 
Persian, though it is more common 
to credit them to Moorish origin. Col- 
ors continue to move as previously re- 
ported, excepting for some report of a 
gain in patent leather suitable for fine 
turn shoes. 

New sandals will represent to some 
extent the Persian theme in fashion. 
There are, by the way, some specimens 
of Persian shoes in the collections of 
the Peabody museum in Salem, and they 
may be classed as of art in footwear, 
and, of course, art is the source of 
style. 

Merchandising problems, especially 
those relating to prices, are uppermost. 
Hides and skins started this year at 
prices five or six cents a pee below 
prices of a year ago and, of course, 
this means lower prices all along the 
line to the shoes on the pavement 
pounders’ feet. Consequently, the buy- 
ing abilities of merchants is tested 
anew, and under new circumstances. 





Finds Shoe Business Better 


John S. Whittemore of the Forbush 
Shoe Co., North Grafton, Mass., presi- 
dent of The Boston Shoe Travelers’ As- 
sociation, sends the ‘following cheering 
report from Elmira, N. Y., to the New 
England Shoe and Leather Association: 

“Have been away on my five weeks’ 
trip just a week and have had a most 
excellent business thus far. Every retail 
shoe merchant, but one, whom | have 
called ow has had a better sale than a 
year ago. There seems to be a de- 
cidedly better feeling among the men | 
have met in lines other than shoes; also 
most of the salesmen selling shoes that | 
Be met state that business looks 

ter.” 
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Consolidation Sale Held 
by Chandler’s - 
Kansas City, Mo. (UTPS)—A move 


to consolidate all future business into 
their two Eleventh Street shops here 
has resulted in a drastic liquidation of 
the entire stock of Chandler’s footwear 
in their store at 1023 Main Street. 
Seven thousand pairs of fine quality 
fashionable shoes comprising their reg- 
ular stock, including a complete line of 
new spring styles, were put on sale 
at fractional prices of their original 
cost Tuesday, Feb. 3, for quick dis- 
posal. There will be no reserves, ac- 
cording to Mr. Arnett, manager of the 
Main Street store, and the entire stock 
must be disposed of. ; i 

The consolidation proceedings will 
take place March 1, the final plans of 
which are not yet completed. However, 
the Main Street shop will be closed 
after the first of the month, and the 
other two Chandler shops will remain 
at their present locations in the same 
block on Eleventh Street. No plans 
for enlargement of either shop are being 
considered just now. ; 

Three price groups are featured in 
the “Consolidation Sale,” $1.97, $2.97 
and $3.97, the latter taking care of late 
styles just received. 


Shoe Man Partner in 


Department ‘Store 


TuscuMBIA, ALA.—J. N. Bobbitt, for 
a number of years connected with the 
Rogers department store of Florence, 
has purchased half-interest in the Reed 
Bros. dry goods store of Tuscumbia, 
and the new firm, which will be known 
as the Reed & Bobbitt Department 
Store, will open for business at their 
new location in the stand formerly oc- 
cupied by the Delony-Smith Furniture 





0. 

The new firm will handle a high 
class line of piece goods, notions, toilet 
articles, hosiery and shoes for the fam- 
ily, men’s furnishings, etc., being well 
stocked to operate as a first-class de- 
partment store. o ; 

Mr. Reed has been in business in 
Tuscumbia for many years at his old 
stand on Sixth Street. Mr. Bobbitt was 
in the shoe department at Rogers for 
several years, and for some time was 
floor manager there. 





To-Reopen Macon 
Department 


MACON, GA. pre L. Ste- 
phenson, who recefitly moved to Macon 
from Columbus, Ga., where he had been 
in charge of the shoe department of 
the J. C. Kerven Company, has con- 
tracted for the shoe department of the 
Union Dry Goods Company, here. This 
department, which has been closed since 
last October, will be reopened at once, 
it is announced. A complete line of 
women’s shoes will be carried. 


Retailers Elect 


MILWAUKEE, Wis. (UTPS)—At the 
annual meeting of the Milwaukee Shoe 
Retailers’ Association, held here Feb. ° 
in the Pfister Hotel, W. J. Muckle was 
elected president; A. Daniels was chosen 
vice-president; W. F. Wuerl, secretary, 
and Edward Schneider, treasurer. Those 
elected to serve three years on the board 
of directors are: John Geisinger, Wil- 
liam Graeble and T. H. Kuecker. 





























Have You Seen This? 


A NEW Sales Builder 
for Children’s Shoes 


= something to talk about in your advertising 

and selling of children’s shoes—a visible foot- 
fitting system! It will put your children’s department 
in the spotlight, bring in new customers and start 
a new era of fitting children’s feet—to the satisfac- 
tion of the child, the mother and yourself. 


The Fairy Try-On System enables mothers to see 
the child’s foot in the shoe and know how it fits. 
It eliminates all doubt as to the proper size, for the 
transparent lasts are molded to be identical in size 
and shape with the run of children’s shoes in your 
stock. Tell mothers about your Fairy Try-On System 
and watch the sales curve rise. Write to-day for 
booklet, names of representative users, and prices. 


Shoe Form Company, Inc., Auburn, New York 


Licensed Manufacturing Branches: UNITED LAST CO., LTD., Montreal, - Que 
Northampton, England Paris, France Frankfort, Germany Melbourne, Australia 





a 
$7.50 iNSUBED $3.50 >= 
RETAILERS SH ES RETAILERS 


IN STOCK 
Brown Suede 


Gen. Calcutta Liz. 
Trim 

Black Suede 

Gen. Rajah Liz. Trim 


Satin Mat Kid 
Gen. Calcutta Trim 


Combination Last AAA to 
“MADE IN PHILA. BY MASTER CRAFTSMEN” 


Cc. S. GIBBON CO., Inc. 
54 No. 4th St., Phila., Pa. —_—= 
Send for Catalog a 


The New York Hotel 
FOR SHOE MEN 


The New Hotel 
PLYMOUTH 


49th Street, just East of Broadway, N. Y. 
Room, private bath, $2.50 daily 


Circulating Ice Water and Radio 
Single $2.50 $3.00 $3.50 
Double 3.00 3.50 4.00 


H. G. Yurdin, Manager 
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The Fairy Try-On System 
is such a@ novel and important 
development in properly fit- 
ting children’s feet that re- 
cently it was shown in mov- 
ing picture news reels from 
coast to coast. Children like 
to go to shops where Fairy 
Try-Ons are used. 


This is the Fairy Try-On 
System. It consists of an at- 
tractive cabinet containing 60 
transparent Fairy Forms in 
sizes from 6 to 2%, widths 
B, C, and D or C, D, and E. 


Fairy Tey-on CORRECT wewnee SYSTEM 





Settee 9513 — New, 
beautiful, distinctive 


Attract particular 
patrons this way 


Dress up your shop. Make it exclusive, individual, charming. 
Particular patrons flock to shops that offer unusual environment. 
In seating too, they appreciate the beautiful, the out-of-the- 
ordinary. Provide them with American Seating Company fitting 
' chairs. They are comfortable—beautifully distinctive and dec- 
orative. See how much this seating improves the appearance of 
your shop. Send for free Booklet, “New Styles in Shop Seating.’ 


Keating Makers of Fine Seating for Schools, Churches 
and Public Auditoriums 
a 7: General Offices: 14 East Jackson Blvd., Chicago, Il!. 
. BRANCHES IN ALL PRINCIPAL CITIES 
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WHERE TO BUY 
Spats 


P 


SS  —————— 
Wa® Ww 
Standard 
SS A T sy ca 


riced to retali 
$1.50 to $5.00 
Write for 
samples. 


Watch “Standard” Spats in 1931 
8, Rauh & Co., 650 Sixth Ave., New York 
————— 





Registered Trade Mark 
With Manolis Spats 
and Shoe Ornaments you 
will advertise your name 
for the season of 1931. 
Attractive window dis- 
players given with or- 
ders. 
MANOLIS MFG. CO. 
4248 No. Crawford Ave. 
Chicago, ti. 


GREATEST SPAT LINE 
| OF THE INDUSTRY 
¥ eer ates er hut priced conele 


IMPERIAL SPAT MFC 
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WHERE TO BUY 


Slipper Ornaments 


i i 





of Every Description for 
Boudoir Slippers 
The right merchandise at the right time 
Belid celers in stock—samples on request 


HY-GRADE SLIPPER SUPPLY CO. 
603 Broadway New York City 

















‘MARCH 





“All American business needs is an injection of 
courage which will change the mental attitude of 
the buyer who has thrown on the brakes at the 
‘Stop, Look and Listen’ sign and is parked there for 
apparently an indefinite period. Let’s get the 
brakes off by adopting a slogan for 1931 which was 
so effective in selling Liberty bonds during the war: 
Buy Until It Hurts.” 


C. A. Musselman, President 
Chilton Class Journals 








Conference of 
Buyers to Be 
Ohio Feature 


COLUMBUS, OHIO (UTPS)—Plans for 
the business sessions and entertainment 
for the annual convention of the Ohio 
Valley Retail Shoe Dealers’ Association, 
to be held at the Deshler-Wallick Hotel, 
Columbus, March 2 and 3, are being 
made by a special convention commit- 
tee headed by Joe M. Ryan, manager 
of the shoe department in the Fash- 
ion. Other members of the committee 
are John J. Baird, Joe A. Davis, Ralph 
Taylor, H. McIndoe, Harry Greiner, 
Earl Woodward, Richard Mahanna, J. 
M. Armour, Clyde Martin, Harry B. 
Zavitz, D. B. Davies, Charles Hallo- 
way, C. B. Merrill, Myron Monett, A. 
J. Bates, Joseph Stewart, Herbert John- 
son, Stark Altmaier and Ralph Wal- 
ters. 

This committee was named by the 
Columbus Retail Shoe Dealers’ Associa- 
tion, which held its annual meeting re- 
cently, and elected Ralph Walters, 
president; Ralph Taylor, vice-president, 
and Harry Greiner, secretary-treasurer. 

One of the features of the convention 
will be a conference of buyers from 
the larger stores in the State when 
style trends and other matters associ- 
ated with merchandising will be dis- 
cussed. Earl Strong of Toledo has been 
named by President H. T. Seigenthaler 
as chairman of the committee to ar- 
range this conference. 

Reports from shoe manufacturers 
and wholesalers indicate that there will 
be an unusually large number and va- 
ried displays of shoes at the convention. 
These will be housed in the sample 
rooms at the Deshler-Wallick Hotel, 
for which no extra charge will be made 
by the convention authorities. 

The convention program as arranged 
by Secretary C. E. Dittmer provides for 
two major merchandising clinics when 
problems for 1931 will be discussed. 
The clinics will be led by Frank Stock- 
dale, head of the store management 
division of the Ohio Valley Association. 


New Lines Added 


RocHESTER, N. Y. (UTPS)—Misses’ 
lines were added last week by Perkins- 
Smith Corporation and the Kuhnert 
Shoe Corporation, manufacturers, for 
distribution early in January. Kuhnert 
also is making children’s welts, while 
F. A. Goodger, Inc., is making a line of 
children’s, men’s and misses’ welts. 
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Indiana Shoe Convention 
Program 


INDIANAPOLIS—The detailed program 
of the eighth annual Indiana shoe con- 
vention, to be held at Claypool Hotel 
Feb. 15, 16 and 17, has been announced 
as follows: 

Sunday, Feb. 15—Visiting Day 

Register on arrival, then get ac- 
quainted with every shoe man. 

Monday, Feb. 16 

9.00 a. m.—Register. 

12.15 p. m.—Free luncheon, Riley 
Room, mezzanine floor. A real treat. 
C. I. Slipher, president, officiating. Mu- 
sic, Debutantes, Ryker Trio; Invocation, 
J. Ambrose Dunkel, pastor, Presbyte- 
rian Tabernacle Church; Welcome Ad- 
dress, C. I. Slipher, president, I. S. T. 
A.; Address, Edgar G. Bush, Lieuten- 
ant-Governor of Indiana; Address, Rev. 
J. Ambrose Dunkel. 

1.45 p. m.—Adjourn, inspect all lines. 

8.30 p. m—Style revue, assembly 
room, 8th floor. Musical feature, Ruth 
Nollers eight varsity red hot (great 
girls’ band) singers and instrumental 
soloists. Dance innovations, Marsh Sis- 
ters, petite terpsichorean stars. Com- 
edy feature, Fitch B. Cooper, the fa- 
mous musical rube, favorite comedian 
and inimitable musical imitator. Sid- 
ney Jerome, radio announcer, WLW, 
Cincinnati, Ohio, master of ceremonies. 

Tuesday, Feb. 17 

12.15 p. m.—F ree luncheon, assembly 
room, 8th floor. Music, colored trio, 
three Dixie cotton pickers. Invocation, 
Rev. A. Mobre. Address, Homer H. 
Beals, past president, I. S. T. A. 
Address, “Indiana and Its Resources,” 
Tom Snider, president, Indiana Truck- 
ers Association. Addresses by Indiana 
Shoe Retailers. 

8.30 p. m.—Grand ball in assembly 
hall, admission by card only, music by 
Ludy’s Harmony Hoosiers. 

A. F. McCord and C. T. Foreman, 
masters-at-arms, entire convention. 


Forsythe Club Meets 


BALTIMORE—The Baltimore branch of 
the Forsythe Shoe Corp. held its month- 
ly meeting last Thursday, Jan. 29, at 
the New Howard Hotel. 

These meetings, known as the “For- 
sythe Monthly Supper Club,” are gath- 
erings of the employees at the store 
to acquaint themselves better on gen- 
eral topics pertaining to the shoe in- 
dustry. At each meeting some out 
standing man in the shoe line talks on 
some particular subject. ‘ 

The guest at this meeting was J. V. 





Lobell, president of Cavalier. Corp. 
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Where Convenience Counts ~ ~ ~ 


You are overlooking a decided sales advantage 
if you are not stressing the advantage of lacing 
hooks on boys’ shoes. Boys like them because 
they are quick and easy to lace. Their mothers 
like them because the boy can be taught to 
look out for his own shoes . . . Stress these ad- 
vantages with your customers . . . They mean 
readier sales. 


TUBULAR RIVET AND STUD CO. 


: | 
United Shoe Machinery Corporation, Seiling Agents 
C : 140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


CING HOOKS 





Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Feb. 14, 1931 





WHERE TO BUY 


Women’s Shoes 


~ sh oe 





THE JOHN ESEERTS SHOE ©0., ING. 
IN Buffalo, N. Y. éTocx 








Internationally recognized as the acme of 


utility shoes, 
A product of 


SHAFT-PIERCE SHOE CO., Faribault, Minn. 








Ultra-Smart ona 


<n oe mand 
Unusual 
Profits 
Write direct 


BIARRITZ SANDALS, INC. 
833 West 27th St. New 














“CZECHO” BRAIDED SANDALS 
Reg. U. 8. Pat. Off. . 


Popular Priced 
Better Grades 


and 
Moulded 
Soles 


THE R. STERN CO. 


303 Fourth Ave. New York 





WHERE TO BUY 


Shoe Forms 


Jatry Forms 
for Shoes and Hosiery 


made of white, 
transparent or colored 


‘ FAIRYLITE 
Form Co.,Ine., Auburn, N. Y. 





Do You Know? 


That you can buy or sell it through 
the Classified Dept. columns. This 
feature in ite quick service is a time 
eaver in meeting immediate needs. 

















ing the price. 
demand.” 





“Ungovernable surplus production—is responsible 
for profitless agriculture, defining ‘surplus’ as that 
part of the crop which the market, domestic or 
foreign, cannot absorb without: disastrously break- 


g 


Production must be balanced against 


George W. Koiners 
Commissioner of Agriculture, Virginia 








Emanuel Grossman Heads 
New York Manufacturers 


New YorkK—At the annual meeting 
and election of officers of the Shoe 
Manufacturers’ Board of Trade of 
New York, Inc., held recently at the 
Hotel St. George, Brooklyn, the follow- 


Emanuel Grossman 


ing officers and directors were elected 
for the coming year: 

President, Emanuel 
Julius Grossman, Inc. 

Vice-president, Theodore Cramer of 
John Cramer & Sons. 

Secretary, Murray D. Fine of the 
Premier Shoe Co., Inc. 

Treasurer, Frederick S. Kauder of 
the F. S. Kauder Shoe Co. 

Directors: John R. Garside of A. 
Garside & Sons, Simon Goldstein of the 
American Shoe Co., Theodore Kurz of 
Kurz & Lapidus, Ine.j .; Justus J. Latte- 
mann of the John J. Lattemann Shoe 
Co., Michael A. Miller of I. Miller & 
Sons, Julius Pincus of Pincus & To- 
bias, Inc., and Larrie H. Sass of Weis- 
man-Sass Shoe Co. 

Frank H. Curry continues as counsel- 
manager. 


Grossman of 


Slusher Now Manager 


Kansas City, Mo. (UTPS)—F. W. 
Slusher, formerly with the shoe depart- 
ment at Harzfeld’s here, is now with 
the Carlat Foot-Saver Shop, 12 East 
11th Street, as manager. 
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Joseph Michaels Returns as 
Saks 34th St. Buyer 


New York—After spending two 
years in the women’s shoe importing 
business, Joseph Michaels has returned 
to his former position as buyer of 
women’s shoes for the Saks 34th Street 
store. The importing business was 
liquidated on account of the workings 
of the tariff. 

An entire new shoe section has been 
added to the regular third floor shoe 
department of Saks 34th Street. This 
section will cater to the wants of those 
desiring smart dressy shoes at the pop- 
ular six-dollar price. Mr, Michaels is 
devoting much attention to the develop- 
ment of this new venture. 


J. Abowitz Hurt in Taxi 
Accident 


New YorK—Returning from the De- 
troit convention, J. Abowitz, head of 
Lax & Abowitz, Inc., of Brooklyn, man- 
ufacturers of women’s footwear, met 
with a serious accident as he was leav- 
ing the Grand Central Station. He 
was bound for home in a taxicab which, 
for some reason. or other, suddenly 
stopped short and almost hurled Mr. 
Abowitz out of the car. Nine stitches 
were taken in his forehead in a nearby 
hospital where he was taken for treat- 
ment. He later went home, where he 
was confined for over a week. 


Additional 25 Per Cent for 
Hamilton-Brown Creditors 


St. Louis—The Hamilton-Brown 
Shoe Co. last week made another 25 
per cent dividend payment to creditors. 
This amounted to $576,000 here and 
$55,000 to Boston creditors, and makes 
an aggregate of 75 per cent of the un- 
disputed claims on the books of the com- 
pany which has been paid by Receiver 
William R. Gentry. 

Mr. Gentry stated that the indebted- 
ness to banks, which brought the re- 
ceivership, has been reduced from $2,- 
104,000 to $526,000. 

“IT am glad to report,” he said, “that 
we have recently made many impor- 
tant changes in the company’s business 
and in personnel of its employees, all 
of which will enable us to speedily pay 
the balance of the debts, end the re- 
ceivership and turn the business back 
to the Hamilton-Brown Shoe Co. In- 
dications point to a long and successful 
career ahead of it. Operating costs 
have been reduced, sales are increas- 
ing, and the company is producing 
better shoes than ever before.” 
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for the Spring Season 


Get your share of the Riding 
Boot business this Spring. 
We have in stock the most 
diversified line of quality 
boots on the market for men, 
women and children in a 
complete range of popular 
prices. 


Write for 


Our Illustrated 
Catalog B-11 





Also Our 
Special Woven 
Oxford Circular 

B-5 


a 
%. 
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Look for the Zapon label on 
every pair of slippers you 
buy. It is your guarantee 
against inferior products 
and assurance that you are 
getting the best, 


ZAPON 


For Slipper Uppers 


Colt-Cromwell Co., Inc. 


Est. 1899 
1239 Broadway - New York City 


424 So. Broadway, Los Angeles, Calif. 











3 
REASONS 


WHY YOU SHOULD SPECIFY 


Retailers of moderate-priced slip- 
pers look to Zapon for consistent 
sales and profits. 


BUILT-UP LEATHER HEELS 


They will outwear any 
a other type of heel. 


They are the only correct 


Style, quality, texture, durability, 
variety of colors and exquisite pat- 
terns—all these attributes combined 
in Zapon Uppers are sufficient 
reason for their amazing popularity. 


a heels for daytime wear. 


3 There is give and resiliency 
a to built-up leather heels. 


Exclusively distributed in 
America by The. Zapon 
Company. This water- 


proof, chamois-soft mate- 
TARINE rial is available ina variety 
of colors and patterns. 


REG, U. S. PAT, OFF. Send for samples. 





And don't fail to consider both 
the cost and the weight of 
Renton built-up leather heele. 


WRITE FOR FURTHER INFORMATION 


RENTON HEEL CO. 
63 ALLERTON ST., LYNN, MASS. 


THE ZAPON COMPANY 


A Division of Atlas Powder Company 
STAMFORD - CONNECTICUT 
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WHERE TO BUY 


Children’s Footwear 
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Children’s Fine Goodyear Welt Shoes 
Made by 


THE GILBERT SHOE CoO. 
THIENSVILLE, WS. 











CHILDRENS 
FOOTWEAR 


— IN STOCK 

Genuine "==" Builds repeat business dy 
Moccasins t 

11 Main St, WILTON, MAINE | 


LG H BASS & CO, 


Free Style Booklet on Request 











Lizard and Snake Feature 
Early Showings 


CoLuMBUS, OHIO (UTPS)—Early 
showings of lizard and snake, with 
snake predominating, as well as com- 
binations of kid and reptiles, are being 
made in the leading shoe stores in Co- 
lumbus. While the display for the 


spring season is not extensive, still | 
considerable emphasis is being given | 


to reptiles both in all reptile models and 
in combination with other leathers. 

Colors predominating are blond and 
gray. Ties, pumps and straps are all 
featured, although ties and pumps are 
given the most attention. The general 
rule is that on low heeled models ties 
are best, while in higher heeled shoes 
pumps are outstanding. One-strap ef- 
fects for sports wear are also accented. 

Business in women’s shoes during the 
past few weeks has tended largely to 
black kid, brown kid and moire, mostly 
in black. Suedes have not been show- 
ing up very well, but are expected to 
cut considerable figure later on. Black 
constitutes about 75 per cent of total 
sales in street shoes. 


Better Selling Is Keynote 
[CONTINUED FROM PAGE 32] 


Company, Des Moines, spoke on “Mak- 
ing Children’s Shoes Pay a Profit.” In 
his store, he said, more pairs of chil- 
dren’s and boys’ shoes were sold than 
women’s, and including the college girls 
section, amounted to 28 per cent of the 
total business. Correct shoes and cor- 
rect fitting are emphasized rather than 
price, he said. 

The annual dinner and ball of the 
association was scheduled for Tuesday 
evening at Hotel Fort Des Moines and 
the convention to close Wednesday with 
the address of James H. Stone, man- 
ager of the National Shoe Retailers 
Association, and election of president 
and secretary. 

St. Paul has been selected as the con- 
vention city for 1932. W. H. Gernes, of 
Ames, Iowa, is chairman of the nomi- 
nating committee, and O. J. Benton, of 
Austin, Minn., chairman of the reso- 
lutions committee. 














“A “Right management cannot continue right except 
in the support of right products. 
cannot be recognized for their merits without a 
right order of exploitation, advertising publicity, 
salesmanship, and of broad, intelligent distribution.” 


Right products 


William J. Graham, President 
American Management Association 








Two Western New York 
Merchants Die 


RocHESTER, N. Y. (UTPS)—Two 
pioneer western New York shoe retail- 
ers, Arthur D. Mersellis, operator of 
the Fitswater Shoe Store in Geneva, 
and William T. Beaumont, former 
member of the firm of Spencer & Beau- 
mont in Penn Yan, died last week. 

Mr. Mersellis, well known through- 
out the trade, was in business for more 
than 30 years. 


When She Wears a Spring 
Coat 
[CONTINUED FROM PAGE 29] 


combinations; beige suede with brown 
alligator or calf trim. (High fashion.) 
All over brown lizard, brown kid and 
brown calf; combinations of white buck 
or suede with tan or dark brown trims. 
All over beige pump, oxford or one- 
strap. 

With brown, all over brown, combina- 
tions of python and kid; alligator or 
calf, lizard and kid, and kid with white 
taupe or gray pipings. 

With gray. all over gray; gray with 
black accents; gray with brown; and 
gray and blue. 

With green, all over green, pipings 
and details in black or beige. 

When you wear a coat, the built-up 
leather heel is still favored. There is 
a tendency for the covered heels on 
some of the lighter shoes. Two and one- 





A Salesman’s Strategy 


The salesman and the merchant, after 
dickering over an order in vain, adjourned 
from the store to the hotel for dinner. 
During the repast, they looked out the 
window at the passing throng, and the 
salesman cheerfully commented— 
“Mighty interesting are the people that 
are passing, are they not?” 

“| don’t see anything interesting about 
them,” replied the merchant, who was 
in a moody mood. 

“Well,” replied the salesman, “every 
one of them is wearing shoes and every 
one of them is a possible customer for a 
new pair.” 

“Now do you know,” responded the 
merchant with more cheer, “I never 
thought of that before.” And so the 
conversation brightened up, and after 
dinner they went back to the store 
where the order was duly made up, 
signed and delivered. 











half inches is the limit on heels this 
season. Medium heels and fuller lasts 
through the ball and toe line. 


Edward W. White Superinten- 
dent of Lawrence Factory 


Peasopy, Mass.—Edward W. White 
has been appointed superintendent of 
the A. C. Lawrence calfskin tannery. 
He grew up in the tannery, where he 
has been employed during the past 26 
years, and is familiar with it from the 
vats up. He is a chemist by profession 
and a leather maker by trade. 


Wise Shoes, Inc., Adopts 
Five Dollar Price 


NEw York, N. Y.—Wise Shoes, Inc., 
shoe chain store that maintained a 
fixed price of $6.00 a pair since its in- 
ception, went to a new standard price 
of $5.00 a pair on Feb. 9. In Novem- 
ber, 1930, the chain ran its first sale, 
putting a price of $4.95 on all of its 
shoes except evening shoes. About 
Christmas time the evening shoes were 
included in the sale, which continued 
until Feb. 7. 


Simple Window Displays 
[CONTINUED FROM PAGE 31] 


People are even more air-minded than 
they were a year ago, and the term ap- 
peals to the fancy. Then, again, the 
possibilities of building windows around 
the airplane motif are many and ef- 
fective. 

To get the idea of wing tips across 
to the men of Cincinnati, Mr. Giesting 
made use of an idea that was equally 
novel and effective. A massive stuffed 
American eagle, with a wing spread of 
six feet, was the centerpiece. A read- 
able descriptive sign told that the store 
was introducing “wings.” Nothing but 
wing tip shoes were shown in this win- 
dow. The eagle dramatized the idea 
and the window had the desired effect 
of pepping up the sales. 

In an attempt to feel the pulse of the 
public toward the narrow toe, Cuban 
heel shoes, one lone shoe was set in the 
middle of the window, with a strong 
spot trained on it. A lone card read: 
“Style Note Direct from New York.” 
Walter stayed over the first night just 
to listen in on the comments. Enough 
drifted over the transom to fill a book. 
Results? ? ? One man was waiting for 
the store to open the next morning, not 
to buy, but to settle a bet as to whether 
any more shoes were going to be shown 





in the window. The first nine men who 
bought shoes asked for that “one.” 
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ADYERMSING PAGES REMOVED 





FOR SALE 


FOR LEASE 


BUSINESS OPPORTUNITY 








FOR SALE 


Lasts, dies and patterns of. Tootsies, Inc., 
trade name, etc., together with about 
eight or nine thousand lithographed boxes, 
and sixteen hundred soft sole boxes. Will 
sell for value of empty boxes. Write— 
C-340, care Boot & Shoe Re- 
corder, 115 Ellwanger & Barry 
Bldg., Rochester, New York. 














POSITION WANTED 





MANAGER and buyer of higher price shoe 
department desires position in similar ca- 
pacity. Experience over a period of eighteen 
years with one of the South’s leading shoe 
stores. Can furnish reference as to character 
and ability. Can start work at once. Married. 
A ." LYONS, 1850 Edgeland Ave., Louis- 
ville, Ky. 


LEASE, a high grade shoe repair shop 
where shoes can be carried, profitable line, 
Massachusetts city. Address C-332, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 








REPRESENTATIVE WANTED 


YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everyhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Address Stephenson Labora- 
tory, 21 Back Bay, Boston, Mass. 








Representative for U. S. 
Wanted by Prominent 


Czechoslovakian Manufacturer of Plaited 
Shoes. Give full information and refer- 
ences. Address C-342, care Boot 
& Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 














WANTED Position as shoe buyer or travel- 
‘ing representative for chain store organiza- 
tion or independent merchant. Extensive ex- 
perience as manager, window trimmer and loca- 
tion man_for ing new stores. Willing to 
travel. H. D. ROSENBERG, 996 Home St., 
New York City, N. Y. 





ANAGER—Age 30, with ten years’ experi- 

ence in women’s shoes, five years as store 
manager, also window trimming experience; 
capable of handling large volume; thoroughly 
familiar with chain store operation; have initia- 
tive ability, excellent references; willing to go 
anywhere. Address HERBERT BLEIBERG, 
1935 Clairmount, Detroit, Mich. 


MERCHANTS’ NEEDS 





SPECIALISTS 


Il |||, THE AMERICAN PRINTING 1° LABEL CO | 
: ul d 314-316 E.12th St. CINCINNATI.OKIO. | 


ae ee 


ap SHOE CARTON LABEL |§ 





YOUNG MAN, age 30, live wire, covering 
small, medium large towns in California, 
New Mexico, Arizona, desires to hear from 
manufacturers. V. H. WEISS, 63 E. 69th 
St., Portland, Ore. 





ANAGER AND BUYER of Retail Shoe 

Dept. Six years’ experience in shoe de- 
partment as buyer and manager department 
store featuring general line shoes. Also wrote 
advertisements. Capable of taking rapid short- 
hand, experienced in advertising department 
newspaper. Bernas to do merchandising and 
styling. Will accept position regardless of 
geographical location. MISS TILLIE COHEN, 
= Meadow Lane, care L. R. Light, Chicago, 





YOUNG MAN, 32, married, college graduate. 

Account, expert bookkeeper, credit man, 
collection and sales correspondent. Salesman 
ability, capable handling purchases, raw ma- 
terial. Qualified for all type work. Respon- 
sible and reliable, Formerly employed in execu- 
tive capacity of a large recognized Slipper 
manufacturer. An interview will be appreci- 
ated. Address C-338, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 





EXPERIENCED SHOE MAN—Fully quali- 

fied to take charge one or more stores 
medium or high grade trade. Thoroughly 
equipped in buying, selling, advertising, dis- 
plays, and accounting methods. Expert shoe 
fitter and corrective man. Age 34; married; 
pleasing personality and appearance; good 
habits and character. Will go wherever there 
is room for growth and willingness to share 
opportunities. Write fully. Address C-335, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





MANAGER WANTED 





SHOE MANAGER who can successfully buy 

for, sell and promote a medium size shoe de- 
artment, Southern city. State full particu- 
ars of past positions. Address C-331, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 
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WANTED TO PURCHASE 








We will pay the best price for 
your surplus or entire stocks of shoes, 
general merchandise or department 
stores. Leases assumed. 
Phone - Write 

All matters strictly confidential. 


I. SIMON CO. 


101 Reade St., New York City 
Phone Worth 5922 Est. 1880 








HIGHEST CASH PRICES | 
PAID 

for shoe stocks, slow sellers, ete. Short time 

losses taken over. Transactions confidential. 
Est. 1890 


MAX GLAUBERG 
350 Canal St., New York City 
Phone: Walker 3818 








If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 
KIRSCH-BLACHER CO., INC. 
590 Broadway New York 
Phone Canal 6-4298 and 4299 








We are open to 
BUY FOR CASH 
retail stocks of SHOES—GENERAL MER- 
CHANDISE — Unexpired leases assum 
POSTER @ DEUTSCH 


436 Grand St., New York City 
Phone Dry Dock 0352 











MERCHANTS’ NEEDS 








LINGER. CO. 
LDG., ST. LOUIS, MO. 








Milbradt 
Rolling Step Ladders 


Enable you to reach your 
highest shelves convenient- 
1 


They last a lifetime 
and 


Are made in any style, 
shape or size to fit any 
kind of shelving. 


Write for general catalog 
and let us suggest the 
best ladder for your use. 


Milbradt 


Manufacturing Co. 
Established 1895 


2416 No. 10th Street 
ST. LOUIS, MO. 

















MERCHANTS’ NEEDS 








Everything for Your Windows 
Futuristic Displays and 
Backgrounds 


Artificial Flowers, Vases, Window Fixtures, 
Paintings, Settings, Seenes, Velour Papers, 
Paling: Follett, YalanienDranina, Mate 
ufting, ells, 9 alances, ™ 
rial, Grass Mats. Send for Faney Paper Booklet. 
Price Tickets. 


DAVE’S DISPLAY DECORATIONS 
118 West Broadway, New York 











933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS | 
SEND FOR CATALOG 








HOTELS 


HOTELS 


HOTELS 





ON THE FRONT 


The 
reakers 
ATLANTIC CITY NJ. 


Extraordinary Reduction 
in Rates 


AS LOW AS 
Without Meals 
$2.50 Daily Per Person 
35.00 Weekly for Two 


With Meals 
$6.00 Daily Per Person 
70.00 Weekly for Two 
American or European Plan 
Hot and Cold Sea Water in All Baths 
Complete Garage Facilities 


OCEAN 











Oppose Sales Tax 


INDIANAPOLIS, IND. (UTPS)—One 
hundred and fifty Indiana merchants, 
meeting at the Lincoln Hotel Wednes- 
day, Jan. 14, went on record opposing 
any form of sales tax legislation during 
the present session of the Indiana Leg- 
islature. 

Delegates from ‘all sections of the 
State were present. Principal speak- 
ers were Prof. Kenneth Dameron of 
Ohio State University and J. Irving 
Latz, Fort Wayne merchant. 

The proposed tax of 1 per cent, which 
was recommended in the report of the 
State tax survey commission, was at- 
‘ tacked on many points. 


Bridgeport Walk-Over Store 
Burned 


BRIDGEPORT, CONN. (UTPS)—The 
Walk-Over Boot Shop, 1005 Main St., 
was totally destroyed Jan. 28 when 
flames swept the Arcade Building. The 
entire shoe stock of the store was wiped 
out and the interior left a mass of 
twisted and charred wreckage. The 
fire occurred but a few days after the 
new stock of spring models had been 
brought in. A preliminary estimate of 
the store’s loss was in the neighborhood 
of $50,000. Sidney Stokes and Frank 
Wetmore are the owners. The fire is 
believed to have originated in the shoe 
store, although its cause is unknown. 


Moved to Haverhill 


Boston — Haseltine-Freelander Co., 
makers of stylish shoes for women, 
have moved from Boston to 151 Essex 
Street, Haverhill, where they will make 
2500 pairs a day. 














| 19 


Same Prices for 1 or 
ROOM, WITH 


ROOM, WITH 


HOTEL 


RATES 


1.50 to 2.50 per day 
WEEKLY RATES FROM $9 UP 


2.25 to 3.50 per day 
WEEKLY RATES FROM $14 UP 
Restaurant: Quality Food at Moderate Prices 


MARTINIQUE 


BROADWAY, 32nd-33rd STS., NEW YORK |, 


eee ee ee 


OT bs 


2 Persons in a Room 
USE OF BATH 


PRIVATE BATH 





Spats Gain Popularity 


Kansas City, Mo. (UTPS)—Spats | 


are more numerous here than ever be- 
fore, with thirty times as many being 
sold as four years ago when they were 
first introduced, according to a state- 
ment made by a shoe buyer in a local 
men’s furnishing store. 

“Spats are here to stay and are gain- 
ing in popularity all the time,’ Keith 
A. Hemenway, buyer for Rothschild’s 
said. “Four years ago they were worn 
only in the morning by the well dressed 
man. Today they have come to be a 
regular item at all hours except eve- 
—. Spats do not go with an evening 
outfit,” he said. 

England wears its spats the year 
round, and it is not unlikely, from pres- 
ent indications, that we will in this 
country also. They are so popular dur- 
ing the winter because they fill a de- 
mand for something warm and snug 
around the ankle. “Since men have 
quit wearing woolen socks they wear 
spats instead,” J. A. Cox, official of 
the Robinson Shoe Company, said. “The 
spat season starts with the first breath 
of cold weather and lasts far into the 
summer season, and although spats are 
still young in this country, they speak 
with an accent decidedly English.” 

The main colors are pearl gray, with 
light brown coming second, and English 
boxcloth is the popular medium. Mr. 
Hemenway predicts summer weights 
and shades in bright colors and pas- 
tels, with white for white suits and 
cream for flannels. 


Damaged by Fire 


ATLANTA, GA. (UTPS)—Fire at the 
store of the Rainbow Slipper Shop, No. 
2 Peachtree Street, resulted in a con- 
siderable amount. of damage being done 
to the stock by smoke and chemicals 
before it was extinguished. The fire 
was discovered by E. C. Robbins, man- 
ager of the store, who was unable to 
say how the blaze started. 


60 


New Shoe Buyers 


BUFFALO, N. Y.—Two new buyers 
of women’s footwear have been ap- 
pointed by the William Hengerer Com- 
pany, it was announced by Prentis T. 
Burtis, president of the company. Mar- 
vin Porter has been appointed buyer 
of women’s shoes in the upstairs de- 
partment featuring better footwear, to 
succeed Edward J. Backes, who re- 
cently resigned. Mr. Porter formerly 
was assistant shoe buyer under Mr. 
Backes. This department is under the 
merchandising supervision of Ray 
Hunting, vice-president and division 
merchandiser. 

Louis D. Newman has been appointed 

















buyer of women’s shoes in the economy 
basement department of the William 
Hengerer Company. He joins the lo- 
cal unit of the Associated Dry Goods 
Company of New York after eight 
months as buyer of women’s shoes for 
the local store of Miller’s, Inc., of New 
York, known as Given’s, Inc. For eight 
years Mr. Newman was merchandiser 
of shoes for the Bowman Company of 
Harrisburg, Pa., and for six years prior 
to that time he was assistant shoe 
buyer for Gimbel Bros., of New York. 
The basement shoe department is under 
the merchandising supervision of J. B. 
Edgar. 


Helps “Good Fellows” by 
Repairing Shoes 


MILWAUKEE, WIs. (UTPS)—One of 
the Milwaukee newspapers has spon- 
sored a “Goodfellow” house, where 
those out of work will find a place to 
eat and sleep. In connection with the 
establishment there is a cobbler’s shop, 
where shoes are repaired free of charge. 
To enable this good work to continue, 
the Chapline-Mayer Shoe Company 13 
furnishing without cost all the leather 
and nails that are needed, and will do 
so as long as conditions demand. 
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ARKANSAS—Russellville—Cowan-Goodwin Co., 
Inc.; boots, shoes, etc,; ine. authorized capital 
$10,000. 

ILLINOIS—Herrin—Rechter Bros. Clothing 
Co.; boots, shoes, etc.; inc. authorized capital 
330,000. 

MICHIGAN—Detroit—Lieberwitz Bros., Inc.; 
boots, shoes, etc.; inc. authorized capital $10,000. 

Magil’s Clothes Shop; boots, shoes, etc.; inc. 
authorized capital $10,000. 

Fifth Avenue “3ootery; boots and shoes; in- 
corporated. 


THE Business 
BAROMETER 


Business Changes 





S. Giunta, Inc.; boots, shoes, etc.; inc. au- 
thorized capital $10,000. 

Hollins, Inc.; boots and shoes; inc. authorized 
capital $20,000. 

John E. Simons, Loyal boots and shoes; inc. 
authorized capital $20,0 

Yonkers—Cohen’s = Service Corp.; boots 
and shoes; inc. authorized capital $10, 000. 

OHIO — Youngstown — The Brody Shoe Co.; 
boots and shoes; incorporated. 

PENNSYLVANIA—Clairton—John H. Skapik 
& Sons Co.; boots, shoes, ete.; inc. authorized 


capital $50,000. 








ARKANSAS — Fort Smith— Paul Isaacson 
(Isaacson Clothing Co.) (714 Garrison Ave.) : 
boots, shoes, etc.; reported petition in bank- 
ruptey; reported receiver appointed. 

Jonesboro—Eagle Clothing House (H. F. Pur- 
year); boots, shoes, etc.; reported petition in 
bankruptcy. ‘ 

Sam Nathan; boots, shoes, etc. ; reported peti- 
tion in bankruptcy; reported receiver appointed. 

Pine Bluff—Henry Marx (Henry Marx Co.) ; 
boots, shoes, etc. ; on offering to com- 
promise at 25 per cent 

CALIFORNIA — Bakersfield — Adolphe E. 
Karpe; boots, shoes, etc.; reported petition in 
bankruptcy. 

Los Angeles—General Army & Navy Stores, 
Inc.; boots, shoes, etc.; reported petition in 
bankruptcy. 

CONNECTICUT — Waterbury — Harry Rosen- 
berg (“Lynn & Brockton Shoe Market’’) ; boots 
and shoes; reported petition in bankruptcy. 

DISTRICT OF COLUMBIA—Washington—J. 
Rummerman ; boots and shoes; reported petition 
in bankruptcy. 

FLORIDA—Jacksonville—Porter Clothing Co. ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

Tampa—S. L. Kirchick; boots, shoes, etc.; re- 
ported petition in bankruptcy. 

ILLINOIS—Chicago—Benj. M. Young (3550 
West 16th St.) ; boots and shoes; reported offer- 
ing to compromise at 25 per cent. 

Daniel A. Friedkin (676 W. Madison St.) ; 
boots, shoes, etc.; reported offering to com- 
promise at 35 per cent. 

Albert A. Schubert (‘“Schubert’s Dept. Store’’) ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

Minonk—Jensen & O’Flaherty; boots, shoes, 
ete.; reported assigned. 

Paxton—Norman Raymer (N. Market St.); 
boots, shoes, etc.; reported , petition in bank- 
ruptcy. 

INDIANA — Marion— Sam Levy Shoe Co.; 
boots and shoes; reported assigned. 

Peru—Arthur L. Simon (Falk’s) ; boots, shoes, 
ete.; reported petition in bankruptcy. 

Valparaiso—also Chicago, I1l.—Albert Sosin; 
boots, shoes, ete.; reported petition in bank- 
ruptey. (Chicago address, 8459 Burley Ave.) 

IOWA — Dubuque— Harry Markus (“The 
Leader”) (708 Main St.); boots, shoes, etc.; 
reported assigned. 

Maquoketa—Star Clothing Co., Inc.; boots, 
shoes, ete.; reported petition in bankruptcy. 

MASSACHUSETTS—Beverly—Kobrin’s Shoe 
Store (Maurice M. Kobrin); boots and shoes: 
reported offering to compromise. 

Danvers—Louis Goldman; boots and_ shoes; 
reported petition in bankruptcy. 

Framingham — Freeman McKay Shoe Co.; 
manufacturers; reported receiver appointed. 
Newton — Sidney Litchman (Reliable Dept. 
Store); boots, shoes, etc.; reported assigned. 

MICHIGAN — Kalamazoo — A. M. Epstein 
(Martin) (132 Portage St.) ; boots, shoes, etc. ; 
reported petition in bankrup tey 

MINNESOTA — Duluth — Charles W. Green 
(623 Superior St.); ba shoes, etc.; reported 
petition in bankrupt 

MISSISSIPPI—West Point—Smith Clothing 
Co.: boots, shoes, etc.; reported petition in 
bankruptey. 





Failures, Embarrassments, Etc. 


MISSOURI—Kansas City—Elam O. Graham; 
wholesale: boots and shoes; reported petition in 
bankruptcy. 

Max Rashbaum (543 Main St.) ; boots, 
etc.; reported petition in bankruptcy. 

NEW JERSEY—Elizabeth—David Gershenowitz 
(856 Elizabeth Ave.) ; boots and shoes; reported 
called meeting of creditors. 

Jersey City—Jordan Junior Shoe Shop (Danie! 
& Sarah Jordan) ; (312 Central Ave.) ; boots and 
shoes; reported petition in bankruptcy. 

Newark—B & H Shoe Co., Inc. (82 Broad- 


shoes, 


way); boots and shoes; reported receiver ap- 
pointed. 
Jack Croutch, Inc. (94 Market St.); boots, 
shoes, etc. ; reported receiver appointed. ae 
00 


Joseph Dorfman (144 Seventh Ave.) ; 
and shoes; reported called meeting of creditors 
for Jan. 29. 

West New York—Abraham Aronofsky (565 
Bergenline Ave.); boots and shoes; reported 
called meeting of creditors for Jan. 29. 

NEW YORK—Brooklyn—Max Rabinowitz (582 
Fifth Ave.) (2222 Mermaid Ave.); boots and 
shoes; reported petition in bankruptcy. 

Frankfort—Thomas Kreecar ; boots, shoes, etc. ; 
reported petition in bankruptcy. 

Jamaica — Morris Weininger (90-69 Sutphin 
Blvd.) ; boots and shoes; reported called meeting 
of creditors. 

Lackawanna—Richard F. Saab (115 Ridge 
Road); boots, shoes, etc.; reported offering to 
compromise at 25 per cent. 

Long Island City—Harry Manheim (364 Stein- 
way Ave.) (Astoria) ; boots and shoes; reported 
called meeting of creditors for Jan. 29. 

Theo. Boot Shop, Inc.; boots, shoes, etc.; re- 
ported assigned. 

New York City—Louis H. Lipkind (1370 First 
Ave.) ; boots and shoes; reported called meeting 
of creditors for Feb. 2. 

NORTH CAROLINA—Hendersonville—Rosen- 
berg’s, Inc.; boots and shoes; reported petition 
in hankruptcy. 

Wilson—John W. Stallings; boots, shoes, etc. ; 
reported petition in bankruptcy. 

Winston-Salem — Louis Simowitz (‘‘Hole-in- 
the-Wall Shoe Store’); boots and shoes; re- 
ported receiver appointed. 

OHIO—Cincinnati—Mann & Longini Shoe Co., 
Inc. (310 Vine St.) ; wholesale boots and shoes; 
reported selling or sold out. 

Hyman Nedelman (685 Glenwood Ave.) ; boots 
and shoes; reported petition in bankruptcy. 

Cleveland—Proper & Wyman (43 The Arcade) 
(10806 Euclid Ave.) ; boots and shoes; reported 
petition in bankruptcy. 

New Boston—Abraham Kauffman ; boots, shoes, 
etc.; reported petition in bankruptcy. 

Portsmouth—Bruce Hoobler (203 Market St.) ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

OKLAHOMA — Purcell — George Schwartz; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

Shawnee — Aleck Frankel (‘‘Frankel’s Dept. 
Store’) ; boots, shoes, etc.; reported petition in 
bankruptcy. 

OREGON—Salem—O. J. Schei & Co.; boots, 
shoes, etc.; reported assigned. 

PENNSYLVANIA — Canonsburg — Max Burn- 
stein; boots, shoes, etc.; reported petition in 
bankruptcy. F 





61 














Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 






Philadelphia—Alice Cassabian (632 S. 60th 
St.) ; boots, shoes, etc.; reported asking general 
extension. 

Lu Belle, Inc. (26 S. 11th St.) (174 Samson 
St.) ; boots and shoes; reported petition in bank- 
ruptey. 

TENNESSEE—Shelbyville—Adams 
boots, shoes, etc.; reported assigned. 

TEXAS—Beaumont—M. D. Goldstein (‘Slipper 
Shop”); boots and shoes; reported petition in 
bankruptcy. 

Dallas—C. E. Stone Co.; boots, shoes, ete. ; 
reported offering to compromise at 3314 per cent. 

WEST VIRGINIA—Logan—Logan Salvage 
Co.; boots, shoes, etc.; reported assigned. 

WISCONSIN — Milwaukee — Michael Futcher 
(7214 National Ave.) (West Allis); boots and 
shoes; reported petition in bankruptcy. 

P. Marcus Co. (784 Third St.) ; boots, shoes, 
ete.; reported petition in bankruptcy. 


& Raby; 








New Shoe Stores 


Grundy Center, Iowa—Tieman & Dufden. 

Auburn, Me.—Thomas G. Plant, Inc. 

Cleveiand, Ohio—Sachs Department 
Inc., Standard Bank Bldg. 

Herrin, Ill.—Rechter Bros. Clo. Co. 

Philadelphia, Pa.—Fal Style Footwear, Inc. 

Miami, Fla.—Taylor & Hutton, Inc. 

New York, N. Y.—Kirsch-Blacher Co., Inc., 
590 Broadway. 

New York, N. Y.—Associated Stylists, Inc. 
(shoe patterns) 

New York, N. Y.—Fifth Avenue Bootery, Inc. 

Yonkers, N. Y.—Cohen’s Shoe Service Corp. 

Fort Worth, Tex.—The Parisian Shop, 913 
Houston St. 

Bluffton, Ind.—Commissary Store. 

Thurmond, W. Va.—Hillman Supply Co. 

Aurora, Mo. son. 

Dyersburg, Tenn.—Wiggly Nelson’s Dry Goods 


Stores, 





Co. 

Grants Pass, Ore.—Cinderella Shops, R. C. 
Hadley, Mer. 
... aaeaaes Ky.—Hyman Goldsmith, Harness 
3Idg. 


New York, N. ¥.—Wilben’s, Inc. 

New York, %. Y.—Holins, Inc. 

Stephens, 8S. C.—W. W. Smith, Inc. 
Shickshinny, Pa.—Indian Valley Store Corp. 
Clairton, Pa.—John E. Skapik & Sons Co. 
Philadelphia, Pa.—American Shoe Stores, Inc. 
Union City, Ind.—Warren’s Store, Inc. 
Detroit, Mich.—Lieberwitz Bros, Inc. 
Pontiac, Mich.—Stern’s, Inc. 

Racine, Wis.—Loeb’s, Inc. 

Oshkosh, Wis.—Glmonz, Inc. 

wan- Pa.—The Family Store, 1134 N. 


abake Placid, N. Y . Main 


St tami Beach, Fla.—Adelaide Frocks, 
Plaza. 
Hazelhurst, Miss.—L. B. Homes Co. 
Jersey City, N. J.—Peoples Bargain Store, 
269 Jackson Ave. 
Marysville, Ohio—Daly’s, Inc., 17 Public 
-Original Boston Shoe Mar- 


Square. 
ket, 2016 Mermaid Ave. 





.-—Clarence Sawyer, S 


Roney 


New York, N. Y.— 


ew York, N. Y.—The Shoe Store Supply, 839 
Blake Ave. 

New York, N. Y.—Graham Shoe Co., 184 
Boerum St. 


Camden, N. J.—The Adfan Co. 

Providence, R. I.—Self Service Shoe Store, 42 
Olneyville Square. 

Taunton, Minn.—Hentges & Coequyt. 

Firebaugh, Cal.—Nick Fabris. 

Springville, Cal.—H. H. Baker. 

Williams, Cal.—J. A. Robinson. 

Puget Island, Wash.—Puget Island Mere. Co., 
Inc. 

Milton, Ore.—T. C. Elliott Co., Talbert Bldg. 

Seattle, Wash.—Glenn Carrington & Co. 

Seattle, Wash.—Leon Shoe Repairing Co. 

Oakesdale, be as) Teagg eel Moore. 

Seattle, Wash.—Ma 

Pas eteanies Wash.— ‘David. ‘Schiffer, 502 W. Main 


Oia Wash.—Nielsen’s Stores, Inc. 
Walla Walla, Wash.—Wade’s Clothing House. 
Andrews, Ore.—Joe Lausirica. 







































































































Boot and Shoe 
Recorder 
Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boot anp 
SHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 


A Buying Guide to 





BOOTS AND SHOES 


Athletic Shoe Co., Chicago, Ill 
Ault-Williamson Shoe Co., Auburn, Me.. 


Bass, G. H., & Co., Wilton, Me 
Biarritz Sandals, New York City 
Blog Shoe Co., Inc., New York City 
Brooks Shoe Mfg. Co., Phila., Pa 


Capezio, New York City 

Chase, W. 8S., & Sons, Haverhill, Mass.... 

Clapp, Edwin, & Sons, Inc., E. Weymouth, 
Mass. 44 


Colt-Cromwell Co., Inc., New York City.. 5: 
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Ebberts, John Shoe Co., Buffalo, N. Y.... 
Evans, L. B., Son Co., Wakefield, Mass... 


Gibbons, C. S., Co., Phila, Pa 
Gilbert Shee Co., Thiensville, Wis 
Golo Slipper Co., New York City 


Heel Hugger Shoes, Inc., Auburn, N. Y.. 
Holland Shoe Co., Holland, Mich 

New York City 
Manchester, N. H.. 44 


Horwitz, Vincent, 


Hoyt, F. M., Shoe Co., 


we t se 
d Cover 





Johnson Stephens & Shinkle 
St. Louis, Mo. 
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LET THE PUBLIC Buy . 
THE CUSTOMER TAKES A BIG CHANCE 


START YOUR PROMOTION PLAN 
PICKING AN ORTHOPEDIC LINE 
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Toss A RINGER ROUND Your PRor- 
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26 
. 29 
30 


More Selling Opportunities with 


Contrast Colors .......... 40 


43 


What’s Doing Everywhere ..... 


Failures, Embarrassments, New 


Stores ..... 61 


ee | 


62 


Kendall Shoe Company, Haverhill, Mass.. 48 


Co., Cincinnati, 


mepepters - Dittmann 


Mishawaka Rubber & Woolen Mfg. 
Mishawaka, Ind. 


Nettleton, A. E., Syracuse, N. Y 


Inc., Norridge- 
48 


Norridgewock Shoe Co., 
wock, Me. 


Nunn, 


Bush & Weldon Shoe Co., Mil- 
waukee, 6 


Front Cover 


Old Colony Shoe Co., Brockton, Mass.... 


Packard, M. A., Brockton, Mass 


Paristyle Footwear Mfg. Co., Inc., 


York City 


Reynolds, Bion F., Brockton, Mass 


Richards & Brennan Co., Randolph, Mass. . 


Mo. 


Roberts-Johnson & Rand, St. Louis, 
Cover 


4th 


Robinson-Bynon Shoe Co., Auburn, N. Y... 33 


Sachs & Vigorith, Inc., Cincinnati, O.... 
Schwartz & Herder, Inc., Phila., Pa..... 5 
Shaft-Pierce Shoe Co., Faribault, Minn.. 5 
Smith, Wm. Sumner, Chicago, Ill........ 5 
Mass 


Stacy-Adams Co., Brockton, 


Stern, R., New York City 
United States Shoe Co., Cincinnati, O 


Inc., 


E. T., & Co. Rockland, 
16 


Wright, 
Mass. 
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Hy-Grade Slipper Co., New York City.... | 


SHOE STORE EQUIPMENT 
American Seating Co., Chicago, Ill....... § 


be Display Decoration Co., New York . 
ity 5 
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Milbradt Mfg. Co., St. Louis, Mo........ : 


Pollinger, M. D., Co., St. Louis, Mo 


Segall & Sons, Philadelphia, Pa 
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Shoe Form Co., Auburn, N. Y. 
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